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ELMER J. BLISS, Commodore 
and in a way still a shoe manufac- 
turer, has one of the most famous 
ranches in America on Menemsha 
Bight, Martha’s Vineyard, Mass., 


where land and sea water meet. 


DUNROVING RANCH now con- 
sists of hundreds of acres. Upon 
these acres he is in process of mak- 
ing a number of dreams come true 
and, incidentally, is supplying em- 
ployment for close to fifty men— 
laborers, carpenters and others. 

He imported a number of cow 
ponies from the West. When the 
Commodore, clad in boots, chaps 
and fancy beaded vest, crowned 
with a sombrero, rides over his 
ranch he fails to resemble the 
doughty Massachusetts mariner who 
sailed his schooner to victory in 
an Easter gale in the Bermuda 
races not many years ago. 


But again there is travel dust in 
his shoes and he sailed from New 
York on November 5 on a trip 
through the Canal to Los Angeles, 
thence to Honolulu, Australia, New 
Zealand—to return to the ranch 
next May. 


* * * 


CHICAGO shoe retailers were ad- 
vised recently in a bulletin of the 
Chicago Better Business Bureau to 
refrain from using “bait” shoe ads 
if they wished to retain public and 
customer confidence. The report 
stated that many and repeated in- 
vestigations conducted by the Bu- 
reau during recent months revealed 
that such advertising only made 
enemies and did not help business. 


The report referred to the prac- 
tice of some retailers in offering 
as “bait” well known brands and 
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nationally advertised shoes as high- 
lights of advertised sales. The 
Bureau found that only a few of 
the advertised brands of shoes were 
displayed on tables containing as 
many as 100 other non-nationally 
advertised shoes. 





A. BENDER, buyer for the men’s 
shoes in The May Co. store, Los 
Angeles, says: 

“It is the Fall sport shoes and 
the out-of-the-ordinary men’s shoes 
that are giving the men’s shoe busi- 
ness that extra zest this Fall. We 
are stocking ten times as many typi- 
cal Fall sport shoe numbers as last 
year. Last year’s trade gave us the 
inkling of the possibilities of this 
business and what men like, so this 
year we went right after this extra 
pair selling. Shoes of this nature 
attract the conservative older men, 
those in middle age as well as the 
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young fellows. They are all taking 
to these leisure type shoes. 

“Some of the best selling types 
are the ski-tugs, the wide, square 
toes the young fellows like so well 
for campus wear, shoes which are 
developed in both leather and heavy 
crepe soles in mahogany colored 
smooth leather and in mustard elk 
finish; the new slack shoes having 
crepe soles and two ties with one 
buckle affairs; genuine pig in natu- 
ral, wine and black, all in crepe soles 
and built on moccasin type patterns 
are very outstanding. Then we must 
include the fancy and novelty welt- 
ings on the half double and full 
- double soled street shoes, a touch 
which is most appreciated by those 
looking for a little added touch of 
style. Another new added shoe for 
business is the heavy soled brown 
calfskins which are dressed with a 
custom dull finish. 

“This wearing of crepe soles for 
Fall shoes is quite remarkable for 
only last year many buyers were 
feeling that the crepe soles were 
about finished, while this year they 
are accounting for many extra 
pairs.” 


CONGRATULATIONS to William 
Hatton of the Eagle-Ottawa Leather 
Company. His 50 years in the 
leather business was celebrated on 
his 74th birthday at the Hatton 
Recreation Hall, Grandhaven, Mich- 

A touch of human interest was 
the display, on the platform, of a 
small metal trunk that held all of 
Mr. Hatton’s belongings when he 
made the trip from his native Ire- 
land to America. He has prospered 
and lived to see the day when his 
business gives employment to over 
1000 persons, in four plants and 
the product shipped to every cor- 
ner of the world. 
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—The Brookmire Counselor, whose 
opinion we regard most hi ly. 
mentions 7 “recovery i , 
which will operate to stimulate the 
next business upswing. 

—They are Auto Production, the 
huge Public Works program, Re- 
plenishment of Inven- 
tories, the Anglo-U. S. Trade Pact, 
Equal-Armament Programs (both 
abroad and here), a gesture to- 
ward Industry-Labor-Government 
cooperation, and the unparalleled 
supply of funds available for in- 
vestment and business expansion. 

—Another sound analyzer reporting 
on Washington conditions, inti- 
mates that certain authorities ad- 
mit the possibility of a big world 
boom next 3 or 4 years, and a 
lessening of business irritations by 
the powers-that-be— 

—All of which is encouraging after 
the dark clouds of recent months. 

—Maypbe we are beginning to grope 
our way out of the economic mists 
and will discover a new basis for 
business recovery. 


EE ha “Oe 


President 





Whittier homestead in Haverhill, 
Mass. This Whittier homestead 
was built 250 years ago. The poet 
was born in it December 17, 1807. 
As a youth, he made shoes by 
hand, as did many a boy of his 
time. Later he wrote poems, hymns 
and essays. Verses from his songs 
of shoemakers are oft recited these 
days. 


os * 7 


WHEN Walter Winchell writes, it 
hits more eyes out of New York 
than in. In his column he said: 
“Success Story: Two months ago 
a cobbler from Carbondale, Penn- 
sylvania, presented Mrs. Roosevelt 
with a pair of shoes of his own 
design. So comfortable were they 
that she proclaimed their wonders 


in her column, not mentioning the 
name of the donator. An avalanche 
of letters followed, begging for his 
name. On Friday, James Fikany, 
the cobbler, opened a show room 
at the Hotel McAlpin, after being 
incorporated for a quarter of a 
million dollars.” 

As a result, the Fikany’s—father 
and son—are receiving voluminous 
mail—some from cities tendering 
sites and others from foot sufferers. 


KE. C. HYDE, who played an im- 
portant part in shoes from Lynn 
to St. Louis, is now a State of 
Maine-r through ownership of a 
glorious place — FALMOUTH 
FORESIDE—leading down to Cas- 
co Bay, where the pine trees punc- 
tuate the landscape; but as he puts 
it: 

“You may be right about the 
existence of a ‘Cobbler’s Curse’ for 
I still think shoes and look at shoes. 
It’s still an avocation as distin- 
guished from an occupation.” 

7 * * 
MMIARCUS McWEENY, men’s shoe 
department manager in Kennedy’s, 
Inc., Boston, says: 





“It is a fact that at the present 
time, the gains in sales of men’s 
shoes have been greater than those 
in women’s. What is more impor- 
tant is that these gains are mostly 
in higher grade shoes. Our records 
show clearly that our $8 line is 
outselling our $5.50 line. On a re- 
cent Saturday we sold two pairs of 
the higher grade shoes to every one 
of the lower grade.” 


* * * 


WILLIAM D. BENNETT is liv- 
ing the life of a sportsman at 
Martha’s Vineyard, Mass., having 
retired as manager of the Boston 
office of Hide & Leather, which 
post he held for thirty years. What 
a glorious business life, starting 
with the opening of the Twentieth 
Century and having in thirty-eight 
years friendships with one and all 
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in leather and shoes, trips abroad 
to tanning and leather centers and 
playing an important part in the 
original Boston Shoe Fair which 
was held in the Old Mechanics 
Building, under his direction. 

You will find him at Vineyard 
Haven, Martha’s Vineyard Island— 
that clean island off the Massachu- 
* setts coast, where duck hunting and 
fishing are sufficient to consume a 
man’s time, with now and then a 
trip to Boston for the spice of 
shows and friendship. 


ANEW $30,000 shoe manufactur- 
ing plant with a capacity of 150,- 
000 rubber-sole canvas shoes an- 
nually will be built in Pahama, ac- 
cording to a report received by the 
Commerce Department, Washing- 
ton, D. C. 

The country offers an attractive 
market for popular-priced canvas 


shoes with the bulk of the current 
demand being imported from other 
countries and sold at retail at 65 
cents a pair, it was indicated by the 
American Commercial Attaché at 
Panama City. Equipment for the 
new factory will be purchased in 
the United States. With the excep- 
tion of rubber, all raw materials for 
the shoes will be imported from the 
Unifed States. 


DR. HAROLD G. MOULTON, of 
the Brookings Institution, declares 
that “restoration of the free flow of 
money through the capital markets 
into the expansion of productive 
plant and equipment is the central 
problem in economic reconstruc- 
tion. 

“Control of the character of the 
economic life of the nation has in 
substantial measure been transferred 
from private to public hands. Gov- 
ernment officials rather than direc- 
tors of private banking corpora- 
tions now occupy the positions of 
dominant importance in directing 
the flow of national income and 
thus allocating the productive en- 
ergy of society.” 


A WEST COAST buyer says: 

“They are coming to the coast 
for the real styles now. It has taken 
a long time for the country to real- 
ize that movies make fashion and 
fashion makes money.” 


COMIN’ THROUGH THE RYE 
If a laddie meet a lassie, 
Comin’ through the rye; 
He needs shoes both chic and classy, 
Would he get her eye. 


No smart lassie likes a laddie, 
Dressed in poor-fit shoe, 

Such a shoe as her granddaddy 
Wore in eighty-two! 





So, my laddie, if a lassie 
Comin’ through the rye, 

Turns you down in manner saucy, 
Makes you wish to die; 


Then you'd better say, “By golly, 
That lass may be right; 
So I'll ditch these shoes as folly, 
Ditch these shoes tonight!” 
J. Eow. Turrr 


IN THE ZENITH SHOE STORE 













































































High front shoe of wash- 
able white leather worn at 
Biarritz. Heel and toe are 
square and so is the pin tuck- 
ing treatment on the vamp. 





Shoe with crossover closing 
above opened-up vamp. The 
bright blue linen has vivid 
contrast in red piping and 
buttons. Seen at Biarritz. 


by 
ALICE MAXWELL APPO 
PARIS FASHION EDITOR 


PARIS LOOKS TOWARDS SPRING 


Shee Colors for Spring are as Varied as French Politics, with Light 


Navy, Wime, Acajou and Brick the Expected Leaders after Black 
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WAR clouds have hung so heavy over France and 
dropped so low over Paris that knock-out blows have 
been dealt to artistic inspiration and effort. The re- 
silient French temperament, however, is rising again. 
October gone with the wind as far as profitable shoe 
business is concerned, the bottiers are picking up the 
crumbs and looking forward to richer provender in 
Spring. 

Opinions on coming shoe colors are as varied as 
politics in the Chambre des Députés. Wine shades 
continue to be full of promise as of old, with a gamut 
of reddish browns also strong. Acajou and brick shades 
are looked for. Good prospects for navy almost go 
without saying, but a light navy, nothing in the ink 
or midnight shade. Plum colored calf is an exclusive 
shade in Paris now, and may go over another season. 
Black as usual is regarded as No. 1 color in Spring 
demand. 

Some authorities also foresee champagne and rosy 
beige in lightweight calf. Others are not able to 
glimpse beige of any sort in any leather. While green 


This unusual sandal, seen at 
Biarritz, has a thick sole 
shaped in front like the 
prow of a ship and perfor- 
ated with “portholes.” The 
top is made of white-stitch 
red leather bands and tassel. 


makes the bow-tied 
From Biarritz. 


Chinese influence reaches 


Biarritz in this beach san- 
dal. The tan leather sole is 
topped with printed silk in 
vellow and white and secured 
with a yellow silk cord. 


gets very few votes, some. hold out for Spring footwear 
in the bottle shade. Gray goes completely by the board. 

In leathers for Spring, lightweight calf is considered 
outstanding, supplemented by antelope and suede. Pat- 
ent leather is used in shoe trimmings and combinations, 
and featured in gold mounted bags. Crocodile stands 
high, but everyone complains of the expense. 

Garnered for Palm Beach inspiration are late notes 
from Biarritz and the Lido. The leading color in slacks 
at Biarritz was gray. At the Lido they were seen in 
white, brick, orangy red and navy. In costume at these 
resorts, the choice of pink was very marked. Both 
the strong and milder shades far outran light blue and 
white. Pinks were pronounced in wool sports suits, as 
well as in linens and silks. The leading accessory color 
with pink, including shoes, was royal blue. 

Bordeaux again accompanied the light blue costume 
as an accessory color. The light blues leaned to grayish 
rather than to turquoise tones. Other combinations 
included bright reds with light navy, banana yellow 
with rust. A great deal of navy flourished and the wine 
shades generally were even more noticeable. 





This hard-sole group of slippers are from left, 

clockwise: a Norwegian type from Danvers 

Shoe Co.; the chevron stripe in contrasting kid, 

L. B. Evans; a popular pattern in strips of 

contrasting kid, L. B. Evans; a brown Faust 

slipper lined wet ony ey sheepskin, Swan 
0. 
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A Shee Store is the Natural Shopping 
Place for Many Articles for Men Which, 
if Properly Promoted, Wili Help Produce 
@ Profitable Chrisimas Gift Business 


ET won't be very long before the slogan “Shop Early” 
will be heard again. Christmas is on the way and it is 
high time for the wise shoe merchant, who is always 
tooking ahead, to ask himself: “What am I going to 
do to bring more business to my store during this great 
buying season?” The answer is merchandise to satisfy 
the Christmas shoppers who, for the most part, are of 
the feminine gender. 

What to get dad, brother or the boy friend is a ques- 
tion that wears out considerable shoe leather on the 
part of feminine shoppers during the Christmas season. 
Men’s slippers have long satisfied this question and it 
must be conceded that this item has been and will con- 
tinue to be a boon to the shoe merchant during this 
buying season, if it is aggressively promoted through 
display and advertising. 

Play up the comfort idea in slippers for gift selling 
both in appropriate window and interior displays, as 
well as in your advertising. Although the hard-sole and 
slack-shoe types of leisure footwear are as strong as 
ever, there is a definite trend this season toward the 


~ 





oy BR. H. GOODRIDGE 


comfort types. The soft sole, fur and felt linings and 
even the all-over felt slippers are seen generally in 
manufacturers’ lines this season and there is every 
expectation that they will be of some importance. 

However, outside of his slipper business, there is a 
good deal of extra potential income for the shoe mer- 
chant that does not ordinarily find its way to his store. 
Men’s hosiery is a big accessory item in the general run 
of shoe stores, but how many merchants really play it 
up prominently as a Christmas gift item? Shoe trees, 
too, properly promoted, can be made to bring added 
business to the shoe store as a gift item for Christmas 
selling. 

Scarves, neckties, mufflers, belts, garters, suspenders, 
handkerchiefs and gloves are all natural items for men 
in a shoe store and need but the proclaiming power of 
attractive displays and advertising to let the Christmas 
shopper know that you have the gifts they are looking 
for. Why not make a special bid for this business? 


Attractive as gifts for men are these traveling The soft sole group, from top to bottom: 

kits of Pullman Slippers. At the left, a bur- Natural pigskin bootee lined and with a 

gundy kid slipper and case from Daniel Green. collar of brown sheep skin, Swan Shoe 

Top right, a pigskin slipper and case from the Co.; soft-sole lined with soft felt, Daniel 

Swan Shoe Co. Lower right, a black grained Green; all-felt boottee with checked cuff, 

leather in slipper and case from the Swan Daniel Green; camel’s hair mule, Beach- 
Shoe Co. Shoe trees are always welcome. craft Sandal Co. 














WITH all the glamour that surrounds Hollywood 
actresses, few people realize that every woman of them 
telies on her supply of good simple, basic frocks, 
precisely as does nearly every woman in the country— 
so what we have to say on the shoe situation in rela- 
tion to these basic outfits is not sensational; it is sense. 

When a Hollywood star slips on one of these basic 
dresses in the morning and adds a pair of any of the 
shoes illustrated here, she is well-costumed all through 
the day, even well into the dinner hour. A change 
of hat and the possible addition of a set of furs arrays 
her for nearly any everyday occasion. 

And to shoe men, it is interesting to emphasize that 
Hollywood people have shown marked preference for 
open shoe patterns as a means of adding life to their 
otherwise somber ensembles. 

When I discussed Winter shoe fashions, of the 
varieties being considered in the scope of this story, 
with Paul Kirsh, manager of the J. W. Robinson Com- 
pany shoe salon, he confirmed this trend of wearing 
open toes in the Winter. During November and Decem- 
ber, he predicts that fully 40 per cent of his sales will 
be in open toe patterns, together with a sizable sprin- 
kling of open heels. 

Still another fashion authority, Robert Kallock of 
our own Columbia Pictures, looks with favor on the 
shoes photographed on these Columbia players. Kallock 
thinks it interesting to combine the simple classic, 
darker-toned clothes that women find so practical for 
Winter, with these new types of open shoes. The zip 
of the gay open toes adds tone to their costumes as the 
shoes immediately lift costumes of this basic type out 
of the ordinary run. They definitely strike a new note. 

Personal experience and observations of the effects 
on other people prove to me that these newer Winter 
open shoes really have a good psychological effect on 
the wearer. Extremely feminine and dainty, with a 

[TURN TO PAGE 52, PLEASE] 


Black suede and patent shoes (Fern) accent the 

rainbow colored print frock worn by Gloria 

Blondell (opposite be. in Columbia's “The 
pider. 


Top right. For Winter wear, Saval of Holly- 
wood, designed this open toe and heel shoe for 
Ann Doran in Columbia's “Blondie.” 


Middle right. Open toes and heels in black 

patent leather shoe from Ferrulli (Hollywood) 

worn by Jacqueline Wells in Columbia's 
“Thoroughbred.” 


Blue doeskin open oxfords (right) trimmed 
with self color grossgrain, as worn by Rita 
Hayworth. Saval custom made shoes. 











GEORGE MILLER 
Chairman of Luncheon 


THE Spring Opening of the Shoe Fashion Guild of 
America on Nov. 14, 15, 16, this year, unlike the past 
several seasonal openings, is a reversion to the original 
form of these events in that there will be no joint 
showing held at one hotel. Rather, it will be a simul- 
taneous showing of the lines of the 22 manufacturer- 
members of the Guild at their various show rooms in 
the city and, on the part of those members who have 
no such rooms in New York, at various hotels where 
they will maintain temporary show rooms during the 
time of the show. 

At the meeting when the decision to hold this type of 
showing was made, it was felt by the members that 
this would be more conducive to actual writing of busi- 
ness as the many interruptions of a joint showing would 
be avoided. Then, with the opening of .the World’s 
Fair next Spring at about the same time as the Guild 
will hold their Fall opening, it will in all probability 
be extremely difficult to secure hotel space. 

The first two days of the opening, Nov. 14 and 15, 
will be devoted to the showing of lines. On Wednes- 
day, Nov. 16, the final day of the showing, the crown- 
ing point of the three-day event will take place in the 
form of an elaborate luncheon and fashion show to be 
held in the Grand Ballroom of the Biltmore Hotel. 
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PREMIERE ox 


Invitations to attend the luncheon and fashion show 
have been sent out by the Guild to a list of retailers of 
Guild members’ merchandise, supplied by the manu- 
facturer members. Only two tickets will be sent to each 
retail outlet as the seating capacity of the Grand Ball- 
room is between 700 and 800. At this time, answers 
have been received to more than half of the invitations 
and there is every expectation that the affair will draw 
a capacity crowd. George Miller, president of the Guild, 
will preside over the luncheon. 


UNDER the direction of Alice Dowd, well-known 
authority on the organization and planning of shows of 
this nature, the style presentation which will immedi- 
ately follow the luncheon, will show the coordination 
of costume and accessories. Each manufacturer has 
submitted three shoes which will be modeled on the 
stage by 20 beautiful models who will wear costumes 
especially designed and made for this occasion by some 
of the leading American designers. 

Herman Delman of Delman, Inc., will preside over 
the fashion show and introduce the several well-known 
fashion authorities who will give short talks on the 
Spring style outlook and the coordination of acces- 
sories and costumes. This program will include Miss 
Esther Lyman, merchandise editor of Harper’s Bazaar, 
and Mrs. Emmy Ives, fashion editor of Vogue, both 
of whom are noted for their fashion observations. 


ANOTHER well-known figure in the world of fashion 
will act as commentator during the runway presenta- 
tion and as the girls show each different costume, will 
comment on its importance and that of the shoes and 
accessories in the Spring picture. 

The fashion importance of these Guild openings has 
long been an accepted fact, but this innovation in their 
program will undoubtedly create a nation-wide interest 
as this style breakdown forthe coming season by lead- 
ing authorities in the fashion field will give manufac- 
turers and retailers alike a more detailed insight into 
the style picture for Spring. ? 
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SPRING FOOTWEAR FASHION... 


Shoe Fashion Guild of America 
to Show Latest in Feminine 
Shoe Design at Elaborate Style 


Show and Luncheon on Novem- 


ber 16 at the Biltmore Hotel 


HERMAN DELMAN 
Chairman of Fashion Show 





Exhibiting Members 


Avon SuHoe Co., Inc. NeEwToN ELKIN SHokr Co. 


Carpone & Baker, INc. Pater De Liso, INc. 


CARLISLE SHOE COMPANY 
Pincus & Tostas, INc. 


Cornet Suoe Co., INc. 
Scuwartz & BENJAMIN, INC. 
DeLMan, INc. 


Drei Footwear, Inc. Seymour Troy, INc. 


REGISTER A. Garsive & Sons Tue Stetson SHor ComPANY 


ANnpREW GELLER SHoe Mre. Co., INC. AND ITS DIVISION 


OF INc. 
GrossMAN’s SuHors, Inc. 


FOOTWEAR Lams, Scnossn & ComPanr E. H. Strasspurcer, Inc. 
C. & A. Lo Presti, Inc. Unitry-GrossMan, Inc. 


I. Mitxer & Sons, Inc. Martin WEINSTEIN SHOE Co. 


M. N. ARNoLD SHoE ComPpaANy 


FASHION 








De Cie 


OUTLOOK 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


The Thrill of “IT’S MINE” 


WE had occasion to drop in to a new suburban store 
and to shake hands with the proprietor to congratu- 
late him on the pristine brightness of his windows, 
the neatness of his store and the smartness of his own 
attire. The latter remark being a delicate compliment 
to the change in the man from his appearance, mood 
and manner since the last time we met, nearly a year 
ago. 

For the new store was his—every bit of it—and if 
he can only hold his enthusiasm and his principles, he 
is sure to be a successful merchant. 

A year ago he was a member of the chain store gang 
—in the sense that he had put 15 years of work in at 
the fitting stool and had gotten into a rut because of 
the repetitive work that came through being one of 
16 clerks in the store, distributing a low-priced prod- 
uct for cash—and usually in a very great hurry. 

He had reached the point in his life where he took 
an inventory of himself, or maybe his wife did it for 
him. He had spent 15 years at almost the same salary 
that he got when he was 18 years of age. He wasn’t as 
limber in the knees. He found that out when the chain 
store threw away its fitting stools to speed up floor 
service. But he was grateful for his job for he had 
ripened in experience in meeting people and all along 
had fed his internal fires of ambition with the hope that 
some day he could say: “This store is mine.” It had 
taken him 15 years to reach that point by a lot of self- 
denial because he never missed a visit each week to the 
savings bank and never once was the deposit less than 
$5.00. He left his job with the blessing and high hopes 
of his bosses—right up the line. 

So, it was my great pleasure to be at his opening in 
a little two-man store that has real possibilities of pub- 
lic service. What’s more, he starts without two strikes 
against him. He owns everything free and clear, and 
starts clean. He has no delusions of proprietory 
grandeur so he washes his own windows and paints his 
own signs and won’t tap the till for a penny. Each pair 


of shoes carries its own selling expense and he is out 
for customers with post cards. Good luck little mer- 
chant, good luck. 

And this is not the only young man who has recently 
stepped into the operation of a shoe store as an inde- 
pendent merchant. Their number is increasing daily. 
So much so that the big stores in mid-town are becom- 
ing aware of the fact that there is new competition in 
the cross streets, in the suburbs and in the neighbor- 
hoods and that it is a living, growing force in retailing. 

What one man can do, a hundred or a thousand can 
do, providing they polish up their ambitions daily and 
polish up their stores and service at the same time. 

The terrible thing about little business is that en- 
thusiasms wear off. The thrill fades with the passage 
of time. The road down is so easy, for there is no one 
chasing the wastes, extravagances and indolences with 
a pitchfork. 

But make no mistake about it, this is a new phase 
to American business that is worth watching. It’s the 
birth and rise of little men who want to be independent: 
who want to say: “This is mine” and are willing to 
work for it and to practice self-denial during the hard 
days “in the beginning.” 

Someone has said: “Regardless of whether you are 
alone or one of 130,000,000, capital is only created 
this way. Somebody must save, must produce more than 
they can consume. In modern society, anyone who 
saves a part of his income is creating capital.” 

We have been watching the rise of the little indepen- 
dent and find in so many cases that a man strengthens 
his position by carrying an advertised line, selling for 
cash and serving with a particular interest in each per- 
son’s foot needs. 

The year 1939 has great promise in it for these little 
businesses and for big businesses that look after the 
little details. Good business is riding down the calendar 
in every industry. Nineteen thirty-nine has high prom- 
ise for energetic guys. 
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SEES LEATHER INDUSTRY RESOLVED 
















Harold Connett, president of Surpass Leather Company, 
and newly elected chairman of the Board of Directors of the 
Tanners’ Council of America, was born in Washington, 
D. C., June 22, 1895. He was educated at Tonbridge School, 
England; Cambridge University, England (Christ College), 
1916; Massachusetts Institute of Technology, post graduate 
course, 1917. He served in the U. S. Army from 1917 to 
1919 and was captain in the Coast Artillery Corps, A.E.F. 





Mr. Connett was engaged in the export and import busi- 
ness with Connett, Burton and Company from August, 1919, 
to September, 1923. He joined Surpass Leather Company in 
1923 as assistant treasurer, in New York. He has been gen- 
eral manager of Surpass Leather Company in Philadelphia 
from 1927 to date, was made vice-president in July, 1933, and 
became president in December, 1935. His other business 
affiliations include: Vice-president, Densten Felt and Hair Co.; 
Vice-president, Surpass Leather Co.; Director, Booth & 


Co., Inc., Booth American Shipping Corp., and Mersey & 
Hudson Wharfage Corp. 

In 1920 Mr. Connett married Miss Louise Hegeler. They 
have five children, one daughter and four sons. 








TO AVOID 
SPECULATION 


Experiences of 1937 and Previous Defla- 
tionary Periods Have Taught Tanners the 
Perils of Unwise Policies in the Purchase of 
Raw Materials, in the Opinion of Harold Con- 


nett, New Chairman of Tanners’ Council. 


HAROLD CONNETT 
Chairman of the Board of Directors, 
Tanners’ Council of America 


66 HE background of recent events in the leather and 
related industries seems to offer some basis for encour- 
agement,” said Harold Connett, president of the Sur- 
pass Leather Co., in a statement following his recent 
election as chairman of the Board of Directors of 
the Tanners’ Council of America. Mr. Connett went on 
to say: “Through the latter half of 1937 and the first 
six months of this year consumption was steadily in 
excess of production. This was the case not merely 
in leather but in shoes as well. According to the esti- 
mates of the Tanners’ Council, retail shoe sales in 
1938 were relatively well maintained in comparison 
with production. Retail sales were estimated to have 
declined by approximately 9 per cent in the first eight 
months whereas production was curtailed about 20 per 
cent. Even more striking comparisons are evident in the 
statistics of the leather industry. At the end of Sep- 
tember the total visible supply of the major types of 
leather was reduced in some cases substantially from a 
year ago. 

“Any appraisal of trade factors in the past few 
months must lead to the conclusion that the turn in 
[TURN TO PAGE 60, PLEASE] 





























AGTICE TO THE 
SHOE TRADE 


A statement by John A. Bush, President of the Brown Shoe Company, St. Louis 





Evrective at once, and on the eve 


of its Sixtieth Anniversary, this company announces an entirely 
new policy of distribution of far-reaching importance to shoe 
dealers, and one of the most progressive single steps ever taken 
by any general line company in the industry. : 

Successful merchandising today calls for 
entirely different methods in the men’s and women’s shoe fields. 
Each is a specialty of its own which demands a constantly widen- 
ing range of styles and different selling methods. 

Brown Shoe Company is well respected 
for the values it has offered as the result of its quality standards, 


its mass production efficiency and its sixty years’ experience. 








NOTICE TO THE SHOE TRADE 





We now bring a higher standard of efficiency of distribution, 
entirely new in the general line field. 

It is obvious to us that the dealer and the public can best 
be served by concentrated, faster moving and better equipped 
specialty selling organizations—one organization which concen- 
trates on shoes for women and children, and an entirely different 
one which specializes on a line for men and boys. 

To accomplish this we have pooled the sales and merchan- 
dising resources of the CENTRAL SHOE COMPANY with those of 
BROWN SHOE COMPANY, with the resulting economies and a 
more sharply focussed, more powerful program. 

The factory organization remains the same—with the facil- 
ities of the Brown Shoe Company’s twenty great plants behind 
this better coordinated effort. 
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NOTICE TO THE SHOE TRADE 





THERE WILL BE TWO SALES DIVISIONS: 


The WOMEN’S DIVISION of the Brown 
Shoe Company selling AIR STEPS for 
Women and BUSTER BROWN Shoes for 
Children, together with other BROWNBILT 
Lines of shoes for Women and Children. 


The UNITED MEN’S DIVISION of the Brown 
Shoe Company, selling an entirely new 
specialty line of men’s shoes and BUSTER 
BROWN Shoes for Boys, as well as other 
BROWNBILT Lines for Men and Boys. 


The new specialty line of men’s shoes will be known as 


“ROBLEE,” named after J. H. Roblee, one of our founders. It will 


sell at $5.00 with the “Tread Straight’’ Feature, and at $6.50 with 


the “Air Step” Feature. This line is newly designed. It will be 


nationally advertised and aggressively promoted. 


THE ADVANTAGES OF THIS NEW POLICY ARE TWO-FOLD: 


1 It eliminates needless costs in distribu- 
tion, which combined with maximum mass 
production efficiency, will offer a better 
value to the consumer and places the dealer 
in a stronger competitive position. 


2 It enables us to adopt an exclusive one- 
dealer policy so that a retailer is not com- 
peting with a dealer next door, who may be 
offering the same company’s shoes, merely 
under another brand name. 
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NOTICE TO THE SHOE TRADE 





Under this policy our salesman can give you a greater variety 
of styles, including the latest novelties, and he can give them to 
you more quickly. He can give you better service and greater 
values. He becomes a specialist rather than a jack-of-all-trades. 

This policy of specialization and simplification is obviously 
in keeping with the trend of the times, as demonstrated by leaders 
in other industries, and cannot fail to serve the ultimate best in- 
terests of both the public and the trade. 

We are going to put a lot of real power back of this program 
in the form of value, styling, merchandising and advertising. This, 


we are confident, will enable our dealers to sell more shoes and 


make more profits during 1939. 


PRESIDENT 
BROWN SHOE COMPANY, ST. LOUIS, MO. 

















“SCUFFLESS 


HEELS 
HELP 


OUR SALES!" 
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@ Shoe shops between Washington Square and 59th Street were asked: 
“How do YOU like Scuffess heels?” “Do women prefer them?” “Do 


your salesmen find it profitable to talk them up during a sale?” 


The enthusiastic answers added up to: “They're swell.” “They help 
p ) \ I 


make sales.” “We talk about them at every opportunity.” “We tell 
our clerks to demonstrate Scuffess heels by tapping them with a shoe- 
horn before the customer’s eyes . . . and IT WORKS!” 


You have the same problems as those shops—how to sell more shoes, 
how to make more money, how to keep customers satisfied. And the 
same sales argument that sells shoes on Fifth Avenue should work for 
you. Write for a complete list of manufacturers using Scuffess 
“PYRAHEEL” plastic heel covering. Samples and additional informa- 
tion sent on request. 
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—OPI— 
Alley Sale of Bowling Shoes 


BBOWLING is good exercise for a 
merchant. When Hall Renner of the 
Kernan Shoe Company, Grand Island. 
Nebraska, joined a bowling club he 
first tried out ordinary shoes. Then 
he figured out he would improve his 
game with flat soled bowling shoes. 
It worked wonders. The business idea 
followed. He had a talk with the 
owner of the Grand Island bowling 
alleys who was sold on the idea that 
the right shoes were better for the 
alley floors and better for bowling 
scores. As a result Mr. Renner set 
up a display case of bowling shoes 
in a prominent place near the alleys 
with a card saying, “Improve your 
game with proper shoes.” 

Pretty soon customers discovered 
that they were getting greater kick 
and more spares and strikes, and now 
in Grand Island (population 20,000) 
shoe merchant Renner is selling be- 
tween 150 and 200 pair annually. 

Now Mr. Renner is going after 
many other types of sports where 
special shoes are needed—tennis, 
handball, softball, etc. 


oe @& @ 


“A Farthing of Cost for a Fortune 
in Comfort!” 
(Florsheim Shoe Shop, Oakland, 
Calif.) 


—OPI— 
A Slipper Bar for Christmas 


HXOW can the customer see a sample 
of every one of your Christmas slip- 
pers for men, and children so that 
Christmas shopping can be done 
speedily and correctly? 

Build a Slipper Bar at the entrance 


peo 














of your store—a little bit higher than 
your regular counter—painted a 
bright yellow—tack the slippers right 
onto the diagonal board (see illustra- 
tion). Put the price and size range 
on a card under the slipper. Then get 
an extra clerk, bright and alert, to 
first find the customer’s need, then 
turn around and grab the stock, and 
finally ring up the sale. If you have 
the space you can make an island dis- 
playing and selling section. 


goes —48 


MERCHANDISE DISPLAYED HERE 
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—OPI— 


Make Christmas a Community 
Festival 


COLORED lights, evergreens, fes- 
toons, and Christmas displays stimu- 
late the Christmas buying spirit. This 
is especially true in surburban neigh- 
borhoods and small towns. Wisconsin 
merchants do a particularly good job 
each year in promoting the holiday 
spirit. 

In Sheboygan merchants cooperate 
in staging a Santa Claus parade on a 
Saturday afternoon two weeks before 
Christmas. At the village square Saint 
Nick distributes gifts and candies to 
the children participating. 





In Edgerton merchants appeal to 
adults as well as children. The stores 
and streets of the town are decked 
with colored lights and Christmas 
decorations to create a festive spirit. 

In Manitowoc and Fond du Lac re- 
tailers encourage “Do your Shopping 
Early” by giving free theatre tickets 
to those buying their gifts early in 
December. 

* a * 

“Fluid lines in footwear move up- 
ward with the tide of fashion . . . up 
on the instep ...up in back... up 
on terraced soles.” 

(Gude’s, Los Angeles) 


—OPI— 
Six Point Fitting 

SAN FRANCISCO mothers know 
the value of fitting young normal feet 
properly and are assured of a 
thorough check for a proper fit in 
the Emporium’s Juvenile Shoe Shop. 
Here are the Emporium’s six steps in 
fitting children’s shoes: 

1. Measuring both feet and fitting 
the longer foot. 

2. Fitting the big toe joint to widest 
part of inside line of shoe. 

3. Fitting the side of small toe to 
widest flare of outside line of shoe. 

4. Fitting the big toe approximately 
one-half inch from end of shoe. 

5. Checking the width and heel 
fitting. 

6. Rechecking the fit of the shoe 
by use of X-ray machine. 


i on 

“Up go your shoe styles as well as 

your hair! Result? A feeling of uni- 
formity in your entire costume.” 


(Stix, Baer & Fuller, St. Louis) 
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BESTIDEA OF THE WEEK 


THE THREE PENNY MYSTERY BY HACK 
(Hack Shoe Company, Detroit) 


O.P1. editor—“Mr. Hack how do you keep in touch 
with your inactive accounts?” 


Mr. Nathan Hack—‘“I send my mystery man after 
them.” 


O.P.1. editor—“What do you mean mystery man?” 


Mr. Hack—“Oh, that’s ‘Nap’ Sleepy Valley’s 
Greatest Sleuth who does all his work with penny post- 
cards.” 


First postcard: 


O.P.1. editor—“Well that certainly is an interesting 
way to contact customers and economical to boot.” 


Mr. Hack—“And what's more I have had phe- 
nomenal returns. These four postcards are sent out 
as a serial movie thriller device with an unfinished 
plot to keep the reader in suspense till the arrival of 
the next card (even the postman wondered as to 
how the plot would unfold)” 


The text was written by Mr. Hack and not by a 
service or agency, as follows: 


Next day another: 








Detroit, Michigan 
October 1, 1938 


Dear Mr. Kuhn: 
My name is Napoleon. My friends call me “Nap” because 
I am Chief of the Sleepy Valley Detective Agency. I'm what 
you might term a “Secret Service Man,” a graduate from G. 
Man’s School of Sleuths. I am a hunter upper of lost “soles” 
(Net Heels). 
Now that I have introduced myself, you'll understand why 
I'm writing. Don't you?! 
Next Chapter real soon. 
1M. (the real) Napoleon 





October 2, 1938 
Detroit, Michigan 
Dear Mr. Kuhn: 

I was called away on an important assignment before I had 
an opportunity te finish my missive te you. 

As you already know, I'm a “hunter upper” of lost soles. 
My purpose in wetting you today is to determine why my client 
has not ———————-” tt! darm it, there goes that phone 
again. Skyooze please. “Tn have te write you again real soon. 

Sin-cerely yours, 

1.M. (the real) Napoleon 
Chief, Sleepy Valley Defective 
Agency 








Public can hardly wait for the next: 


This brings the customer back: 








Detroit, Michigan 
October 3, 1938 
Dear Mr. Kuhn: 

1 was just about to tell you about my mission when the phone 
rang. At any rate I shall tell it to you briefly B-4 I get another 
call. 

My clients, The Hack Shoe Company, Sth Floor Stroh Bldg., 
instructed me to leacn of your whereabouts. They claim that 
they have not sold you any shoes since and are wondering why. 

When you return for another pair, will you please tell them 
of my efforts? This is how I make my living. 

Shoe’ly yours, 
“Nap” 
Sleepy Valley's Greatest Sleuth 





Detroit, Michigan 
October 4, 1938 
Dear Mr. Kuhn: 

“Nap” who has been so wide awake lately, requested us to 
tell you about the new Hack Stabilizer Shoe that has put many 
aman “Back on his Feet.” 

Right now, Napoleon says, a fellow must be on his toes, and 
there’s nothing like a good pair of Hack Shoes for that purpose, 
80 won't you come in at the earliest convenience? 

ing the pl e of serving you real soon, we are 
Yours for Foot Comfort, 
HACK SHOE COMPANY 
Fifth Fleer Strch Bldg. 














The May Compan a Los Angeles assure 

the quality of their products to their 

customers with their personal “Bond of 
Satisfaction.” 


Bond of Satisfaction 


GUARANTEED QUALITY 
You have just purchased one of The Mey Company's Own Grend products. 


This article bears an + or money beck querantee 
if Wt fells in any wey to meet with your complete satisfaction. Like all 
May Company Own Brand items, it is made of the finest materials. Its 
menutecture hes been carefully supervised by our own experts. It is not 
only meade to The Mey Company's exacting quelity specifications, but 
hes beck of it the pride and prestige of this nationwide organization. 
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HASTY ACTION 
UNDER 
WAGE-HOUR LAW 
DEPLORED 


IN ational Boot and Shoe Manufacturers As- 
sociation Holds Advantages Which May Be 
Gained Through Re-employment Outweigh 
Immediate Consideration of Technicalities 
Involved in the Act—Geographical Represen- 
tation on Committee Not the Most Important 
Consideration—Few Demands for Exemp- 


tions or Exceptions. 


FREDERICK A. MILLER 
Chairman of the Board, National Boot and Shoe 
Manufacturers Association. 


"THERE has been little demand in the shoe manufac- 
turing industry for exemptions or exceptions from the 
Fair Labor Standards Act or for undue haste in the 
formation of an Industry Committee, except in a few 
isolated instances of individuals or small regional 
groups, according to Frederick A. Miller, president of 
H. C. Godman Co., Columbus, Ohio, and chairman of 
the board of the National Boot and Shoe Manufac- 
turers Association. 

“Naturally,” said Mr. Miller, “there have been indi- 
viduals who have sought to secure some action that 
might result to their own particular advantage. How- 
ever, as the industry operates in thirty states and 
employs more than 200,000 workers, it is the opinion 
of the Board of Directors that the association should 
wait to determine possible effects of the Act on the 
shoe manufacturing industry before making any rec- 
ommendations to the Administrator.” 

The Board of Directors of the association, according 
to Mr. Miller’s statement, is also of the opinion that 
the shoe industry has a somewhat different approach 
to the Act from that of some other industries, in that 
all people in the United States wear shoes. The asso- 
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ciation is therefore of the opinion that inasmuch as 
the shoe industry is so dependent on the prosperity of 
the country as a whole for its own prosperity, problems 
of reemployment of the unemployed and increased pur- 
chasing power of a larger number of people are of 
greater’ importance to the industry at this time than 
matters relative to technicalities involved in the Act. 

According to Mr. Miller’s statement, there has been 
some discussion in the industry regarding the appoint- 
ment of a committee to represent the industry, and the 
names of some individuals have already been sug- 
gested by local groups. 

“When such a Committee is appointed,” said Mr. 
Miller, “geographical representation of the industry is 
not of most importance from the viewpoint of con- 
sumers, workers, or shoe manufacturers. The industry 
members of the Committee should not only represent 
the industry geographically according to the terms of 
the Act, but also represent men’s, women’s, children’s, 
and miscellaneous footwear including slippers, boots, 
sport shoes and beach sandals as well as types of con- 
struction such as welts, turns, McKays, Littleways, 

[TURN TO PACE 59, PLEASE] 
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py he NEW woman 

of yesterday ... to- 

day ...and tomorrow 
cherishes youthful attributes. 


Better than any other shoe leather, black patent leather 
makes the foot look more youthful and smartly dressed. 


<i 


PATENT LEATHER IS DEF 


INITELY THE NEW VOGUE 
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‘““Staccatoe Room’? Opened by Marshall Field 


Features Moderately Priced Up-to-the- 
Minute Styles in a Luxurious Salon Setting 


MODERATELY priced, high styled 
and up-to-the-minute shoes, offered 
in u.luxurious salon setting, are the 
latest merchandising achievement of 
the shoe section of Marshall Field 
and Company in Chicago. This is 
the new Staccatoe room which was 
recently opened as an additional 
section of the regular fifth floor 
shoe department. 

The name Staccatoe is significant, 
for it applies directly to many of 
the shoes offered there. These 
shoes are designed to reflect the 
newest trends in color and design 
and to have a quick tempo, in keep- 
ing with today’s manner of living. 
Many of them are short vamped and 
round-toed and of a type that is 
often difficult to find. 

The price range in this new sec- 
tion is from $6.75 to $8.75, which 
includes the latest style creations 
for evening, dining, daytime and 
street. Indicative of how the section 
keeps up with the styles is the fact 
that soon after its opening an elas- 
ticized button vamp shoe was of- 
fered with complete success for 
$7.75. 


One of the early promotional 
pieces on the Staccatoe room was 
worded thus: “Leave it to Stacca- 
toes to pick last minute fashions 
and put them on your feet for a 
mere song!” Another read: “Stac- 
catoes—pert as a pulse-quickening 
musical beat—dedicated to you fash- 
ionables who want the last word in 
foot flattery on a limited income— 
these light-hearted, chic little shoes. 
Most of them boast wonder-working 
short vamps to minimize your foot 
and slenderize your ankle. All of 
them . . . high-heeled frivolities, 
low - heeled sturdies, comfortable 
classic pumps . . . have an alluringly 
chic French flavor.” 

The shoes in this new section in- 
clude a large number of elasticized 
suedes, a wide variety of types of 
platforms, spool heels and Dutch 
boy and wedge heels. There are also 
a wide range of patterns in evening 
slippers, including some models 
with rhinestone and multi-color 
stone platforms. 

As striking as the shoes them- 

[TURN TO PAGE 60, PLEASE] 


Above—View of the new 
Marshall Field “Staccatoe 
Room,” a definite departure 
from the popular conception 
of a shoe department. Be- 
low, right—Ad used by 
Marshall Field & Co. an- 
nouncing the opening of this 
special section. 
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AMAZON 
GLOVE-CRUSH 


[Preshcunk 


H4tand Eoacded 


“FITS ON THE FOOT LIKE A GLOVE ON THE HAND” 


otveilall, 


= thicty a including while 


ABSOLUTELY NEW: CAN BE USED WITH 
OR WITHOUT ELASTICIZING 


: Ama Igama ted Leather Co’s., Inc 


ag ~ Amalgamated 


Please send swatches of Amalgamated’s 


ti _ Leather Co s, Inc. 








N a very few weeks I'll be in your office with 

the amazing new spring line of Edwards shoes! 
Something to look forward to— something worth 
waiting for. Not only do we have new styles, new 
materials, new lasts, but our basic shoes have been 
improved, too. 
Altogether we have a most complete line of models 
for spring that spell PROFIT with capital letters! 
Basic welts, process and orthopedics . . . a shoe to 
meet EVERY need of EVERY child from six months 


to thirteen years. 


J. EDWARDS & COMPANY 
314-322 NORTH TWELFTH ST., PHILADELPHIA, PA. 
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Wage Law Affects Retailers 
Whose Interstate Sales 
Excéed 50 Per Cent 


Wasuincton—Retail stores whose interstate busi- 
ness amounts to more than 50 per cent of their total 
business must adhere to the minimum wage and maxi- 
mum hours provisions of the wage-hour law, accord- 
ing to an interpretative bulletin prepared by the Wage- 
Hour Division of the Department of Labor. 

The law provides that retailers generally are exempt 
from the minimum wage and maximum hour pro- 
visions, but if the greater portion of their sales is made 
across state lines, the law says they must comply. In 
the new interpretative bulletin the Division has con- 
strued “greater” as meaning more than 50 per cent of 
their business. 

Since the law became effective Oct. 24, and since 
he was sworn in as Administrator, Elmer F. Andrews, 
former New York State Industrial Commissioner, has 
attempted to minimize the importance of distinguishing 
between interstate and intrastate business, insisting that 
the time is not far away when most states will have 
minimum wage and maximum hour laws patterned 
after and dovetailing with the Federal statute. Obvious- 
ly, if such a development materialized, the Wage-Hour 
Division’s troubles with so-called borderline industries 
would be reduced substantially since there would be 
no question about the laws’—either state or Federal— 
applicability. 

The Administration is bending every effort to interest 
state governments in the advisability of adopting a 
standard minimum wage and maximum hour law. Such 
a standard will be the principal subject for discussion 
when governors and labor department representatives 
from various states convene in Washington on Nov. 14, 
15 and 16. This year’s meeting will be the fifth annual 
conference on labor legislation and while it is the 
recognized purpose of the meeting to encourage the 
enactment of state labor laws, the sessions this year, 
from all indications, will concentrate on uniform mini- 
mum wage laws, with the Administration leaning over 
backward to make the Federal wage-hour law in- 
finitely more effective by obtaining greater cooperation 
from the various states. 

Section 15 of the law, under which the sale of goods 
produced in violation of the statute is prohibited and a 
$10,000 fine or six months’ imprisonment is imposed, 
also is coming into the limelight as administration of 
the act gets under way. Administrator Andrews has 
said that where there is evidence of collusion, where a 
person buys with the full knowledge that the goods are 
manufactured contrary to law, Section 15 ought to 
be vigorously enforced. On the other hand, he ‘takes 
the position that he doesn’t want the provision to work 
a hardship on a person who makes an honest mistake. 
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* ALFRED VAMOS, 450 Marbridge Bidg., New York City, 
has assigned the patent rights in his great invention to the 
United States Rubber Products, Inc. In return he has been 
appointed sole distributor to the trade of all stretchable 
leathers incorporating “Lastex” yarn. Write to him for 
price list and samples. For booklets and general infor- 
mation on the uses and advantages of “Lastex” yarn in 
any type of apparel or accessories for men, women or 
children, always feel free to write to the address below. 


REG.U.S. PAT. OFF. cos 
An elastic yarn manufactured exclusively mM by United States Rubber Products, Inc. 
1790 Broadway New York City 
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UAC Equipment 


bes 2 oi = Dee ea od oe Se | ie 





a 21 Tapes. oe 


ss eons,” Ue re a ah: 





ROUNDED 
OUTSOLE 







WITH INSOLE 
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Brock Soue 
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PLANET SOLE ROUNDING MACHINE — MODEL €E 


The Planet Sole Rounding 
Machine — Model E and 
G/T Splitting Machine — 
Model E are available to 


all Sbicca-Del Mac licensees 






INSOLE RAND 
REMOVED 








WG SPLITTING MACHINE — MODEL E 
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tor PRECISION 
ae EFFICIENCY FOR LOCKSTITCH 


SOLE 
ATTACHING 


en See, ss aS ee 


Sticce-Del Mac process of stock fit- 


ting requires particular accuracy and 


uniformity in the preparation of out- 


sole and innersole. Because both 
pieces are derived from one sole, 


precision in sole rounding and sole 


FOR CEMENT splitting are very important. 


SOLE - 
ATTACHING 


The soles of Sbicca-Del Mac shoes may 

be attached by any of four standard 
ae processes: Cement — Lockstitch — 
McKay Sewn — Goodyear Welt. 


Complete WAC Equipment for stock- 


‘. Gt SOLE 
fitting and attaching the soles of STITCHING 


MACHINE 
Sbicca-Del Mac shoes affords manu- = “OPEL © 


facturers the advantages of maximum 


operating economy at lowest avail- 


4 


able machine costs. 


Wt CEMENT SOLE ATTACHING 
MACHINE — MODEL B 


oe ws Sae ss ci a 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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‘SELL THOSE WINDOW SHOPPERS 
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XMAS PRICE TICKETS 


Imprinted Prices on Colorful Seasonal Designs 


a 


X-3—Black, red, 
and gold on white 
background. 











Colorful price tickets in The size—1¥,” x 23%” —is 
the ae 00d denomi- 6 Dozen large ape 2 amen the 
nations will dress up your eye, and small enough to 
displays, and make selling $1.10 give the shoe prominence. 
easier. Blank tickets, show- The tickets are attached 
ing the design only, are 12 Dozen neatly to any part of the 
also available. $ 900 “se —- = Price Ticket 
We have in stock a com- ps are priced at 
plete selection of designs $4.00 per grose—$2.25 per 
and color combinations. half gross. 


We will send a circular showing actual samples, at your request. 








&® SHOE RECORDER + MERCHANTS SERVICE © 2( »C TATE ST + CHICAGO, ILLINOIS 


ae & eae 
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aH 














WRITE FOR DETAILS OF OUR ANNUAL SHOW CARD SERVICE 





COLORFUL AND EFFECTIVE SERVICE | MONTHLY CARDS Hovvers | AbANK, 





SHOW CARD AND PRICE TICKET 
SERVICE ... New and seasonal dis- No. | $5.00 12 6 





cards and harmonizing price 
tic every month with informa- No. 2 4.00 a 4 





tive messages on style notes, value, 
quality, service, etc. Exclusive fran- No. 3 3.00 6 2 





chise basis. WRITE for samples 




















and further information. No. 4 2.25 4 
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THIS WEEK IN THE 


SHOE TRADE 


Saterday, Nevember 5, 1938 


Natienal News 





John Kelly Heads Capitol District Group 





Shoe Retailers in Albany District Hold Annual Election of 
Officers at Dinner Meeting at Ten Eyck Hotel 


ALBANY, N. Y.—Forty shoe mer- 
chants attended the annual meeting of 
the Capitol District Shoe Retailers’ 
Association at the Ten Eyck hotel re- 
cently, which combined a reception for 
President Leslie Gardner of the state 
association, guest of honor, and state 
Treasurer John J. Meara, of Schenec- 
tady. John A. Beaumont, president, 
and also a newly-elected director of the 
state association, presided. 

Following a dinner the annual elec- 
tion of officers was held, with the fol- 
lowing result: president, John Kelly, 
Schenectady; vice-presidents, John 
Ocker, Troy, and Abe Schmackler, Al- 

; secretary, William Phillips, 
treasurer, Mason W. Hall, 


y. 
Answering to roll call were ex-presi- 
dents of the New York State Shoe Re- 
tailers Association J. L. Patton,’ T. 
Arthur Cohen and Ernest A. Beau- 
mont; first vice-president Fred A. 
Goetz, of Amsterdam; treasurer John 
J. Meara and directors Jay T. Huff, of 
Poughkeepsie, Westlake Manuel, John 
A. Beaumont, Justin T. Sullivan, John 
W. Mills and Mason W. Hall, also a 
number of members of the state body. 
Former President Beaumont intro- 
duced President Leslie Gardner of 
Oneonta, who gave an inspiring talk 
on the value of local state and national 
associations, and reviewed the activities 
of the state association at its 21st 
annual convention held in Syracuse in 
September. He gave hearty approval 
of the election at that time of twelve 


shoe men of the younger generation to 
the Board of Directors and urged the 
importance of a large attendance at 
the next convention to be held at 
Rochester in 1939. Mr. Patton, chair- 
man of the next state convention com- 
mittee, introduced Treasurer John J. 
Meara of Schenectady and said that 
his good record as treasurer of the 
Capitol District Association recom- 
mended him as the successor to Mr. 
Gardner when the latter was elected 
president. Mr. Meara made a brief 
talk in which he told of the many 
benefits to be had from activities in 
association movements. 

A round table talk brought out many 
ideas on present-day conditions in shoe 
retailing. The problems of style in 
shoes and turnover held the spotlight. 
The discussion showed that the Capitol 
district has thus far this Fall experi- 
enced a much greater demand for 
brown shoes for women than had been 
expected by retailers or predicted by 
manufacturers and salesmen. A high 
tribute was paid to the National Shoe 
Retailers Association for its recent 
publications on style, also store oper- 
ating figures. 

There was entertainment by the ac- 
cordion band and Harold Vines, an 
Albany magician. 


Michigan Travelers Plan Party 


Derrorr, MicH.—Plans are now in 
full swing for the annual Keno Party 
of the Michigan Shoe Travelers Club, 


which will be held at the Statler Hotel, 
Sunday, November 20. President Mc- 
Closky states this affair promises to be 
a huge success judging from the de- 
mand for tickets, indicating up to the 
present time an attendance of about 
700. One game will be played for the 
benefit of the Goodfellows Fund. : 
The committee in charge is as fol- 
lows: Charles Harris, of Hood Rubber 
Co., chairman; Ned Mansfield, Herbst 
Shoe Co.; George Lawson, Hub Shoe 
Co.; Frank Huetter, Conrad Shoe Co.; 
C. E. Armbruster, Ainsworth Shoe Co., 
Toledo; Sam Rosenthal; E. C. Arm- 
strong, Williams Shoe Mfg. Co., and 
Lou Hall, of Hamilton Brown Shoe Co. 


Berglund and Hern 
Open New Store 


SPOKANE, WASH. — Berglund and 
Hern, who for the past eight years have 
operated the shoe department in Mower 
& Flynne department store, are open- 
ing a new and separate store at 723 
Main Ave. The separation of the two 
firms comes with the move of Mower 
& Flynne from the old location in which 
they have been for many years to their 
new store at Lincoln and Riverside. 

In the Main Avenue location, Berg- 
lund and Hern will eontinue to carry 
their same lines of shoes for men, wo- 
men and children. 


Julian Sternbock in 
Los Angeles 


Los ANGELES, CALIF.—Julian Stern- 
bock who. operated the Julian Shoe 
Stores in Wichita, Kans., has recently 
joined the sales organization of the 
Innes Shoe Co, this city. 
























[50] 


Julian & Kokenge Holds 
Sales Conference 


CoLumsus, On10—H. N. Lape, presi- 
dent of the Julian & Kokenge Co., man- 
ufacturers of Foot Saver Shoes, wel- 
comed to their recent sales convention 
a delegation of dealers, buyers and 
merchandise managers of some of the 
largest stores in America. According 
to Mr. Lape this is only the first group 
of several hundred buyers expected at 
the factory. 

The Spring 1939 line of Foot Saver 
Shoes was presented to the representa- 
tives of these stores and to the Julian 
& Kokenge sales force by Herbert Lape, 
Jr., vice-president and sales manager 
of the company, with the statement that 
it includes the newest ideas in styling, 
elasticized leathers, new fabrics and 
new lasts. Also that the sport line 
called “Skuffies” has been greatly ex- 
panded. 

At a special noon meeting held at the 
Deshler-Wallick Hotel the company’s 
advertising and sales promotion plans 
were presented by H. D. Erk, advertis- 
ing manager, James T. Aubrey, presi- 
dent and J. J. Finlay, vice-president of 
Aubrey, Moore & Wallace, Inc., Chi- 
cago. At this meeting the announce- 
ment was made that the volume of 
Foot Saver advertising would be in- 
creased 50 per cent with newspapers, 
magazines and direct mail being used. 

Closing the sessions with a dinner 
at the Deshler-Wallick Hotel, presided 
over by Herbert Lape, Jr., and attended 
by factory executives in addition to the 
dealer guests and sales representatives, 
the following dealers spoke on condi- 
tions in their respective cities: 

F. Arthur Clark, Chas. A. Stevens 
& Co., Chicago; C. C. Hall, The G. M. 
McKelvey Co., Youngstown; Tom B. 
Kilcrease, The H. & S. Pogue Co., Cin- 
cinnati; Carl Lazan and Jay Lazan, 
Foot Saver Shop, New York City; V 
V. McBryde, McBryde Boot Shop, De- 
troit; L. A. Miller, The Elder & John- 
ston Co., Dayton; Neil Lambur, Foot 
Saver Shop, Chicago; Joseph Nathan, 
Block & Kuhl, Peoria; R. M. Price, 
Byck’s, Louisville; H. J. Rich, B. Rich’s 
Sons, Washington, D. C.; V. Berna- 
gozzi, Jordan Marsh Co., Boston, Mass. ; 
F. H. Sill, Sill Shoe Co., Lima; Chas. 
Taggart, Martings, Portsmouth; J. C. 
McGrew and John Morgan, Dils Bros. 
Co., Parkersburg, W. Va.; Ralph Tay- 
lor, Roberts Cloak House; Walter Bias 
and Chas. Holloway, Foot Saver Shop 
and Jack Cohen, Morehouse-Martens 
Co., all of Columbus. 

Howard B. Lape, treasurer of the 
company, covered the subject of factory 
production, deliveries, taxation, costs 
and trade statistics. 

H. N. Lape reviewed the rise and fall 
of the shoe manufacturing and retailing 
trade, recalling the decline and elimina- 
tion of many companies due to the lack 
of a consistent policy on quality, fair 
dealing and labor relations. He pointed 
out that the interests of manufacturer 
and retailer were identical; both must 
act so that the consumer receives full 
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weight... 
constructed. 






















“F eather-Eze” 
anatomically correct . . 


STOCK 


“Hands off my feet—Please”’ 


*S—)/NRESTRICTED freedom of 
action is essential in the develop- 
ment of a baby's foot. 

So say physicians who also say 
“Feather-Eze” Shoes permit 
such freedom and are therefore 
glad to recommend them. Mer- 
chants who carry “Feather-Eze” 
Shoes are profiting by this en- 
dorsement. So can you! 


gprs 


oe 


By WATERBURY 


* Registered U. S. Patent Office 





THEY TWIST 


Shoes are extremely flexible . . . light in 
. specially designed and 


In white elk, unlined boots and ox- 
fords in pattern illustrated. Sizes: 2 
to 8; B to E. 

Also, in white elk and white suede 


boots and oxfords, lined, plain toe. 
Sizes: 2 to 8; B to E. 


| Send for Folder and Price List 


S. WATERBURY & SON CO. 


| ‘QUALITY FIRST SINCE 1820 


62 SCHENECTADY AVE. 


| 


BROOKLYN, WN. Y. 








value. “The example of manufacturer 
and retailer conferring in a meeting 
such as this is proof of their mutual 
interests,” said Mr. Lape in closing the 
conference. 





Withdraw from Keith Co. 


BROCKTON, Mass.—Resignations of 
James P. Keith as treasurer of the Geo. 
E. Keith Co., and George E. Keith as 
sales manager, were accepted by the di- 
rectors of the company at a meeting last 
week. James Keith had been connected 
with the company for 28 years and 
George E. Keith for 10 years. Both 
were members of the board of directors 
of the company. 


Record Single Shoe Sale 


Cuicaco, ILL.—There may be anothe) 
shoe salesman in Chicago who cai 
equal this recent sales record, but he’l! 
have to go some. The record belong: 
to Dwight R. Chapman of O’Conno: 
and Goldberg Costume Booterie who re 
cently made a $1000 sale to a singl 
customer at one setting. The entir 
procedure which took less than an hou 
and a half included a complete sho: 
wardrobe for one of Mr. Chapman’ 
regular customers who was leaving fo: 
Honolulu. Her selection included sev 
eral pairs of evening shoes, afternoo: 
shoes, street shoes, and sports shoes, a 
well as bags and hosiery to match. 
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IF IT’S NEW ... SAKS HAS IT! v 


it’s 


[jing 


SOFT TOE 
ELASTICIZED SUEDES 


$2.10 | 


IN-STOCK now . . . the silhouette shoes 
of the hour. Wire or write your order 
immediately. These shoes are SAKS 
super-values! 


M. J. SAKS sHoe conp. 


152 Duane Street 





Boston Shoe Club to » Caliente 
50th Anniversary 


Boston Boot and Shoe Club have set the 
evening of Wednesday, November 9, for 
the commemoration of the 50th Anni- 
versary of the club, which was founded 
in 1888. A gala program is being 
planned and members and guests are 
assured of a most pleasurable evening. 

This dinner-meeting and all future 
meetings of the season will be held in 
the State Suite of the Copley-Plaza 
Hotel, Boston. As is customary, a re- 
ception and cocktail hour will be held 
at 5.30 P.M. to enable members to re- 
new acquaintanceships, to discuss mar- 
ket conditions and even to take or place 
orders for leather and shoes. 

A dinner which will meet the exact- 
ing tastes of the most renowned epi- 
cureans in the trade will be served. 

The guest speaker that evening will 
be Senator Henry Cabot Lodge, Jr., of 
Massachusetts who will discuss “The 
National Outlook.” The Senator is 
scheduled to speak promptly at 7 P.M. 
Francis B. Masterson, president of the 
club, will preside at this meeting and 
will serve as toastmaster. 

The Boston Boot and Shoe Club is the 
leading social and business organiza- 
tion of the shoe and leather trade. It 
holds five meetings during the winter 
months which give its members an op- 
portunity to meet in congenial sur- 


roundings, their 

and also to listen to an interesting and 

informative talk by a guest speaker. 
Any member of the New England in- 


dustry who would like to attend the 


friends in the Suite 


210 Lincoln Street, 


New York 


club’s first meeting and hear Senator 
Lodge speak will be welcome. Address 
request for a guest ticket—$2.50 per 
plate—to the secretary, Maxwell Field. 
Boston. 





Country Shoes in Natural Calfskin 














James A. Banister features these two interesting country patterns, both 


from natural calfskin, with novel straps for laces. 


One has a heavy 


green crepe rubber sole and green piping and the other a stout leather 
sole with white stitched welt. 











Carton Labels 





RECOGNIZED 
HEADQUARTERS 
FoR 


FOR SHOE RETAILERS 

WHOLESALERS AND MANUFACTURERS 
WRITE FOR SPECIMENS AND FULL DETAILS 

TOLMAN PRINT, Ixconroraren 


UNIVERSITY PRESS 
CAMBRIDGE MASSACHUSETTS 





mee 


Dancing Shoes and Taps 


PLEXIBLE TAP DANCING SHOES 
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TRADE LITERATURE 


Portfolio for Salespeople 


New York—Convinced by recent 
consumer surveys that women today are 
demanding specific information before 
they open their pocketbooks to buy, the 
makers of Onco Comfort Depth Inner- 
soles have developed an interesting 
visual portfolio to help retail shoe sales- 
people demonstrate to customers the 
advantages of these innersoles as a 
construction feature in the shoes they 
sell. 

“In selling shoes,” says a statement 
explaining the portfolio, “the four im- 
portant points which clerks must be 
able to discuss intelligently and in- 
formatively are style, price, quality and 
comfort. This is what salesmen are 
stressing to retail buyers with the help 
of the new visual presentation port- 
folio.” 

Style and price, they say, easily be- 
come strong buying incentives in the 
hands of alert salesmen because the 
customer usually knows what is in style 
and what she can pay. Women know 
about style and price trends, so the 
explanation by the clerk drops on fal- 
low ground. But within the shoe itself 
lie two characteristics, less obvious to 
the shopper, less easily evaluated— 
quality and comfort. The Onco visual 
portfolio shows in dramatic fashion how 
these characteristics of quality and 
comfort in innersoles help close the 
shoe sale by offering interesting new 
buying incentives for the shoes in which 
they are used. 





Joslin Promotion Triples Sales 


DENVER, COLO.—Women’s Day at Jos- 
lin’s, Saturday, tripled the sale of 
shoes over last year, according to Sy 
Byrne, recently appointed buyer of the 
shoe department. 

For more practical wear, leader in 
the sale was black kid. Favorite in 
style effects was the Movon, a camisole 
pump in black perforated suede with 
high heel, high front, closed toes and 
lattice vamp. 

Women’s Day at Joslin’s Depart- 
ment Store is an annual event when 
the women of the federated clubs and 
organizations have charge of the store. 
Presidents of the many clubs preside 
in turn at the tea tables and women 
reign throughout the fete. 


Michigan Shoe Fair to be 
Open to Public 


Detroit, MicH.—-Herman Meyer, co- 
chairman of the Michigan Annual Shoe 
Fair, announces that the Style Show 
to be held Sunday evening, January 10, 
will be the outstanding style show in 
the country. Models will be used show- 
ing the ensemble idea, in evening dress, 
street dress, sports dress and walking 
dress. An innovation not heretofore 
included will be that the affair will be 
open to the public. 


Mrs. Day’s “IDEAL” 


The name “Ideal” has been the buy- 
ing guide for two generations of 
mothers in the matter of baby shoes. 
lt stands for the best in specialized 
juvenile footwear for the younger age 
groups. You can ettract this esteb- 
lished patronage to your Children's 
Department by stocking and showing 
Ideal Flexible Hard-Soles in the 3-8 


' MIRS. DAY’S 


MRS. DAY'S 


FLEXIBLE 


HARD 
SOLES 








Hollywood Open Toes 
[CONTINUED FROM PAGE 27] 


subtle note of luxury, they almost seem 
to say, “See how free, happy and com- 
fortable we make our lady.” 

Now that is really not so far fetched 
as a mere man might imagine, for Mr. 
Kirsh tells me of many a patron who 
comes in to buy a pair of closed shoes. 
When she sees the new open patterns, 
she buys a pair of these as well as the 
closed ones, and an extra sale is thus 
made. 

Open toes and heels are accepted in 
Hollywood as appropriate to wear on 
the street and to business, any hour of 
the day, provided they are of simple 
lines and not ornately trimmed. 

Formerly Hollywood emphasized one 
kind of shoe—the plain opera pump for 
day and night. But the new open 
pumps and other open patterns have 
given a variety of practical shoes. 
Where we used to get away with just 
one pair of patent pumps, we now have 
kidskins, sueded leathers, and calf- 
skins and alligators, with nearly every 
player on the lot possessing a smart 
pair of alligator or lizard on her favor- 
ite open shoe pattern. 

Winter clothes for everyday gen- 
erally have simple silhouettes and sub- 
dued or dark colors. The open-toed 
shoes add a touch of gaiety just when 
one least expects it. 





. 
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New Distribution Policy for Brown Shoe 





Announced by President John A. Bush in St. Louis On Eve 
of Company’s 60th Anniversary 


St. Louis—John A. Bush, president 
of the Brown Shoe Company, St. Louis, 
announces a new policy of distribution 
by the company. This policy, presented 
at a series of sales conventions in St. 
Louis on the eve of the 60th anniver- 
sary of the Brown Shoe Company, is 
based on the principle that successful 
merchandising today calls for entirely 
different methods in men’s and wo- 
men’s shoe fields. 


JOHN A. BUSH 


Formerly the Brown Shoe Company 
has included two major general line 
operations, the Brown Shoe Company 
and the Central Shoe Company, each 
selling a complete line of men’s, wo- 
men’s and children’s shoes. Under the 
new policy the sales and merchandis- 
ing resources of the two general line 
houses have been combined and two 
separate and distinct selling divisions 
have been set up, one for men and 
boys, the other for women and children. 

A newly created United Men’s Divi- 
sion will sell an entirely new specialty 
line of men’s shoes to be known as 
“Roblee,” named after J. H. Roblee, 
one of the founders of the Brown Shoe 
Company. Salesmen for this division 
will also carry Buster Brown shoes, for 
boys and other Brownbilt lines for 
men and boys. The Women’s Division 
will sell the present specialty women’s 
line, known as Air Step, together with 
Buster Brown shoes for girls and other 
Brownbilt lines for women and children. 

Mr. Bush announces this policy as 
“one of the most progressive single 
steps ever taken by any general line 
company in the industry.” The factory 
organization remains the same, with 
the facilities of the company’s 20 plants 
behind the production of the various 
lines. 


An important part of the new policy 
as stressed by Mr. Bush is that it per- 
mits the adoption of an exclusive one 
dealer policy “so that a retailer is not 
competing with a dealer next door, who 
may be offering the same company’s 
shoes, merely under another brand 
name.” Mr. Bush says: “This new 
program eliminates needless costs in 
distribution, which combined with 
maximum mass production efficiency, 
will offer a better value to the con- 
sumer and places the dealer in a 
stronger competitive position. 

“Under this policy our salesmen can 
offer a greater variety of styles, in- 
cluding the latest novelties, and he can 
make them available more quickly. He 
can give better service and greater 
values. He becomes a specialist rather 
than a jack-of-all-trades. 

“This policy of specialization and 
simplification is obviously in keeping 
with the trend of the times, as dem- 
onstrated by leaders in other indus- 
tries, and cannot fail to serve the ulti- 
mate best interests of both the public 
and the trade.” 

Both the Roblee and the Women’s 
Air Step and Buster Brown lines will 
be nationally advertised and aggres- 
sively promoted under a new plan an- 
nounced to salesmen by Clark R. Gam- 
ble, vice-president in charge of distri- 
bution, and A. G. White, advertising 
manager. 


Shoe Firm Celebrates 
85th Anniversary 


East WEYMOUTH, Mass. — Edwin 
Clapp & Son, Inc., manufacturers of 
men’s and women’s shoes, will cele- 
brate its 85th anniversary shortly. 
Since the founding of the firm in 1853, 
four generations of the Clapp family 
have engaged in the business, two of 
the fourth generation still active. 

In a letter to customers, Horace R. 
Drinkwater, president, said: “We 
recognize fully our responsibility to 
an honored past—at the same time we 
realize that without the steadfast loy- 
alty and friendship of our retailers 
and consumers all down the years, this 
long record of usefulness would not 
and could not have been possible, and 
we welcome this opportunity to express 
to you our deep and lasting gratitude.” 


Designer Takes 
New York Office 


NEw YorK—Miss Sonjz Field, de- 
signer and illustrator of shoes, is now 
located in Room 430 of the Marbridge 
Building, 47 West Thirty-fourth Street, 
New York city. Miss Field has studied 
art and design for many years. 


[s3) 











AS ADVERTISED IN 


THE SATURDAY 
EVENING POST 


It pays to have the name Evans on the 
slippers you sell, because it pays to 
carry nationally known merchandise. 
Evans dealers are served by national 
advertising . . . by a large in-stock de- 
partment . . . by a broad range of 
popular prices . .. and by a name that 
represents the best in men’s slippers. 
Evans Slippers are genuine hance 
turned. Write for catalog. L. B. 
Evans’ Son Co., Wakefield, Mass. 


The Fancourt—style 1477 
—Brown and Tan Kid 
Opera. (Also in other 
color combinations.) 


*-Evans: 
SLIPPERS 


CS fom pu othe beatin lad Sapp 








Ne 
TO 
BUY 


6 ee Ee 


Shoe Bags 


SE EE EE Oe 


~ 


- 
$f00 Item that 


SHOWS REAL 
VOLUME 


Twelve Pocket 
Suede Shoe 
Bag . . . Attrac- 
tive Colors ... 
Re-enforced 
top .. . double 
stitched pock- 
ets. 


$7.20 
Dozen 


2%—10 days 
F.0.8. Prov. 


JACK LAUFER & CO. 


128 NO. MAIN ST., PROV., R. 1. 














a Attention: Sideline Salesmen 
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Ballet Slippers 
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BALLET SLIPPERS 














Dancing Shoes and Taps 





PROFESSIONAL TAP DANCE SHOE 
IN-STOCK DUCHESS 
PLATE 
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York Shoe Retailers Meet 


York, Pa.—The York Shoe Retailers 
Association snapped back to life after 
a very inactive summer with a well- 
attended meeting Oct. 24, which indi- 
cated another topnotch winter season 
for the local association. Thirty mem- 
bers attended the meeting which 
launched a new season, with Ellis 
Swartz, of Morse and Rogers, New 
York City, as the speaker. 

Mr. Swartz in a brief address told 
the local retailers of the increase in 
activity among manufacturers of 
shoes during the past two months and 
the bright outlook for a banner season. 

The association received with enthus- 
iasm the announcement that Arthur 
Anderson, editor of the Boot AND SHOE 
REcoRDER, had accepted an invitation 
to address the annual meeting of the 
association to be held on Feb. 6, 1939. 

David Lewis, of Charles H. Bear 
Co.; Meyer Smith, president of the 
association and head of the Smith 
Brothers’ store, and Charles Martin, 
of G. R. Kinney Co., reported on local 
business among shoe retailers and all 
reports were extremely encouraging. 

Mr. Smith, who presided, outlined 
plans for the coming year, mentioning 
educational and social events sched- 
uled which should make the coming 
season one of the biggest in the his- 
tory of the local association. 


Grady Brothers Open 


New Men’s Shop 


MapIson, Wis.—Ed, Bob and “Hap” 
Grady have opened Gradys’, Madison’s 
newest men’s shop at 670 State Street. 


Installs Private Fitting Booths 


BROOKLYN, N. Y.—The Comf-O-Pedic 
Shoe Shop have just realtered their 
store with private fitting booths. 





No magic, no mystery. Just get your share of 
good business in good Bass Ski Boots. Smartly 
advertised in Esquire, Vogue, Town and Coun- 
try, Ski Bulletin, and Ski Annual. Popular be- 
cause they're promoted. And profitable? . . . 
Write today for the full story. Remember, we 
make outdoor footwear for every purpose. 
Price list and booklet free. G. H. Bass & Co., 
Dept. BS-5, Main Street, Wilton, Maine. 


Bass! BoD 


MADE BY G. H. BASS & CO. 





Jack Kriueloff and Irving B. Plotkin 
are now operating the store. They are 
doing orthopedic and corrective work 
in all its branches. 

Their success in the last few years 
they feel they owe to the fact that they 
have learned that concentration in one 
particular field in the shoe industry is 
the one way to be successful. 





Grains and Detailing in Town Types 
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Two smart town shoes from Field & Flint. One illustrates the trend to 
grains in custom types. The other shoe shows nice detailing on a new 
lighter tone calf-skin, 
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8.312 pairs of women’s suede shoes 


Made to retail for $12.75 


For You 


$ per pair 


im any quantity you can use 


IF you want extra 


markups— 


IF you want to run 


These exceptionally fine shoes have been taken a smash hit sale— 


from the surplus stocks of one of the country’s lead- 1F you ere promo- 


ing high-grade women’s shoe manufacturers. in cite. 


Every pair fresh, perfect and timely. Get in 


There are five styles each in Black, Brown, Rust, on these bargains 


Wine, Green and Blue. The sizes are complete and 
the widths run from AAAA to C. There are high, 





low and spectator heels. 


Wire or write for samples of this exceptional mer- 
chandise. No obligation on your part. 


BARIS SHOE CO. INC., 79-81 Reade Street, New York 


Fine Shoes 
from 


Fine Sources 








Harper Managing 
Women’s Department 


UNIon City, TENN.—It was stated 
erroneously in the Oct. 22 issue of 
Boor AND SHOE RECORDER that Fred 
Muse had been made manager of the 
enlarged shoe department of Morgan- 
Verhines Co., here, succeeding H. M. 
Harper. Mr. Harper is still manager 
and buyer of the higher-priced depart- 
ment of women’s shoes to retail from 
$6 to $10. 

The shoe department has been made 
larger, and Fred Mause has leased a 
space to operate a shoe department 
on popular-priced shoes to retail at 
$2.95, $3.95 and $5. Mr. Muse owns 
and operates this department which 
caters to women’s, girls’ and misses’ 
trade. 


W. B. Triplett Named 


DePinna Shoe Manager 


New York—wW. B. Triplett has been 
appointed manager of the shoe depart- 
ment at DePinna’s, this city, taking the 
position of Harold Hart, who has 
resigned. 

Mr. Triplett came to this city from 
Los Angeles, Cal., where for a number 
of years he was buyer for the Bullock- 
Wilshire Shoe Salon. His position on 
the Coast was taken by E. Dudman, 
who was transferred from the Bullock 
Seventh Street Collegian Shoe Depart- 
ment as noted. 


Officers Elected for 
Midwest Shoe Fair 


CINCINNATI, OHIO—At a recent meet- 
ing of the committee for the Midwest 
Shoe Fair of 1939, the officers for the 
coming year were elected. The men 
named to fill these positions are the 


FRANK WEBER 


same ones who have so ably handled 
the Fair in past years: Frank Weber, 
general chairman; Ted Orr, vice-chair- 


man; E. C. Horn, secretary, and George 
Dohrman, treasurer. 

The Midwest Shoe Fair will be held 
on June 11, 12, and 13, 1939, at the 
Netherland Plaza Hotel, Cincinnati. 
Ohio. Plans have already been started 
for a Fair which will surpass the very 
successful ones of previous years and 
the committee announces that at this 
date, more than one hundred and 
twenty firms have already reserved 
space for the coming Fair. 


Walk-Over Opens New 


Men’s Store 


New YorkK—Walk-Over opened an 
exclusive men’s shoe store at 50 Church 
Street, New York, in the Hudson 
Terminal Building, on November 1. 

During the opening week a free gift 
of two pairs of MHoleproof Pacer 
Hosiery was given with each purchase. 


New Nankin Store Opens 


West PALM BEACH, FLA.—Nankin 
Shoe Store recently held its formal 
opening of the new Clematis Street 
store. The new store is modernistic. 
Two large show windows provide ample 
space for display of the lines carried. 

Complete lines of Fall shoes, many 
of them nationally advertised lines, are 
offered by the store. The store caters 
to men and women, boys and girls, 
carrying shoes in a wide variety of 
styles and sizes. 































































Celebrate 60th Anniversary 


LOUISVILLE, Ky.—The Michael Shoe 
Co., 536 W. Market Street, recently 
celebrated its 60th anniversary. Every 
woman customer purchasing a pair of 
shoes during the celebration week was 
given a pair of hosiery; men buying 
shoes were the recipients of two pairs 
of socks, and children received cameras. 
Friends of the proprietor, Henry Mi- 
chael, Sr., were profuse in their con- 
gratulations. 

The Louisville Courier Journal ran 
a half page in its Sunday magazine 
section of reminiscences of Mr. Michael 
during his sixty years of shoe retail- 
ing. Mr. Michael can look back with 
pride on a career during which he has 
fitted the shoes of four generations of 
two families and three generations of 
a number of others. 














Vitality Shows Spring Line 

St. Louis, Mo—The Vitality Shoe 
Company, St. Louis, recently held its 
semi-annual Spring Style Show and 
Sales Banquet as the highlight event of 
a week of conferences between salesmen 
and home office executives. 

The affair was attended by Vitality 
salesmen. and company officials and 
directors, and in addition, some 50 vis- 
iting merchants from every section of 
the country were seated facing the run- 
way constructed the entire length of the 
Statler hotel banquet hall. 

W. H. Moulton, president of-Interna- 


tional, addressed the assemblage briefly. - 


A. B. Fletcher, general manager of 
the Vitality Branch, presided, and C. L. 
Hein, sales manager, introduced the 
visiting merchants and Vitality sales 
ferce. R. E. Clark, merchandise man- 
ager, and J. L. Johnson, advertising 
manager, were the other members of 
the Vitality executive staff in at- 
tendance. 

As the models walked on the runway, 
a description of the pattern and the 
place of importance it occupied in the 
line were given by C. E. Goodrich, the 
Vitality stylist. Each model carried a 
card naming the pattern so that it was 
possible for those in attendance to 
identify the shoe and make whatever 
notes would be interesting for their 
future reference on the program sup- 
plied. 

The new Spring lines were acclaimed 
enthusiastically by the visiting mer- 
chants and the Vitality sales organiza- 
tion, who were unanimous in agreement 
that the balance in the line-up was 
wonderfully carried out and the styles 
exceedingly well planned in line with 
popular trends for the new season. 

New lasts have been added fo the 
lines, and in every department the 
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line-up has been strengthened and made 
more complete and comprehensive. 

In addition to the new and colorful 
styles for Spring, the Vitality road men 
were also made acquainted with new 
merchandising plans and a new sug- 
gested price plan for women’s shoes 
which has been made possible by an 
arbitrary price revision. 

R. G. Roloff is a new addition to the 
Vitality sales force for the coming sea- 
son. He will cover the Chicago terri- 
tory. In addition to Mr. Roloff, the fol- 
lowing Vitality salesmen were in at- 
tendance: M. P. Bringardner, Indiana, 
Mich.; J. R. Burriston, California; R. 
C. Farrar, Texas; J. W. Field, South- 
ern States; R. D. Fletcher, Rocky 
Mountain States; W. J. Harney, Ohio; 
W. L. Jonakin, Virginia, West Vir- 
ginia, Kentucky, Maryland; J. L. Locke, 
Southeastern States; J. G. Mazur, Illi- 
nois, Iowa; A. R. Moore, Minnesota, 
Wisconsin, North and South Dakota; 
W. M. O’Bryen, Missouri, Kansas, 
Oklahoma; Larry O’Connor, eastern 
Pennsylvania; A. W. Shaw, New Eng- 
land; H. E. Summers, western Pennsyl- 
vania; J. C. Thomas, New York State: 
A. K. Umphrey, Northwest, and M. A 
Weiss, Greater New York area. 





To Make Uppers for 
Woven Shoes 


BROOKLYN, N. Y.—Wavershoe Trim- 
ming Co., Inc., here, announces the 
opening of a department for the weav- 
ing and the making of uppers similar 
to the Mexican Huarache. These, how- 
ever, will be built on American lines 
with American principles of shoemak- 
ing construction. 

The department will be under the 
personal supervision of B. F. Rock- 
more. This firm formerly specialized in 
the weaving of evening shoe vamps. 





















Southern Shoe Store Expands 


Fla.—Ned Miller of this city, recently opened an 


Tallahassee, 
store at 111 E. College Avenue. 
is very attractive 


enlarged 
The store, known as Miller’s Bootery, 
and is done in the modern manner. Mr. Miller formerly 


operated the Vogue Shoe Parlor here. 
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The Feet are Your Customers .. . 


Isn’t customer response to footwear determined by 
how the feet feel? Style—finish—color, all are unimportant 
if the shoe is not comfortable. Inside the shoe, contact is 
made with the foot, and the foot registers approval or dis- 
approval. Contact the feet with Newflex Pigskin Innersoles. 


This is the shoe carpeting that provides a porous, 
flexible, smooth and resilient walking surface. Newflex Pig- 
skins help the shoe hold its shape and help you hold cus- 
tomers. Ask your manufacturer or write us. 


Sales: 223 W. Lake St., Chicage. 


Lyman P. Guttersen, 42 Lincoln St., Goesten 





Names Board of Fashion 


Forecasters 


St. Louis—Style and merchandising 
plans for the new season were an- 
nounced last week at the semi-annual 
sales conference of the Queen Quality 
Shoe Company, a Division of the In- 
ternational Shoe Company, St. Louis. 
A new Queen Quality line was pre- 
sented to the salesmen. Youth and 
beauty were emphasized at the confer- 
ence, and carried out both in the new 
Queen Quality line of shoes and in the 
new Queen Quality merchandising 
plans. 

One of the most interesting and ef- 
fective of these merchandising plans 
included the appointment of a Board of 
Fashion Forecasters to serve in a style 
capacity for the new Queen Quality 
Shoes, Marjorie Hillis, Dora Loues 
Miller, Cora Scovil and Willys of Holly- 
wood, four prominent fashion authori- 
ties, were named as members of this 
new Queen Quality Board of Fashion 
Forecasters. Each offers an important 
style-contribution to American women 
in his own field, and as a board they 
will supply newsworthy fashion mate- 
rial and authentic information to Queen 
Quality dealers and customers. 

Marjorie Hillis is the author of such 
best-sellers as “Live Alone and Like 
It,” “Orchids on Your Budget” and a 
new book in verse entitled “Work Ends 
at Nightfall.” She is a famous fashion- 
ist, lecturer and writer, contributing a 
monthly feature called “Tips to the 
Teens” to Good Housekeeping maga- 
zine. 

Dora Loues Miller is one of the best- 
known fashion writers on either side 
of the Atlantic. An observer, reporter 
and authority, she is at present operat- 
ing “International Fashions” with of- 
fices in Paris and New York. 

Cora Scovil is the creator of the 
glamorous Cora Scovil fashion mani- 
kins which are used in the country’s 
top fashion shops. She is president of 
Vazah, Inc. Her designs in plastics 
and with transparent furniture and 
pianos are becoming increasingly im- 
portant and popuiar. 

Willys of Hollywood is a nationally 


famous hosiery stylist and designer. His 
work with the motion ‘picture studios 
and stars has earned him a national 
reputation. 

The Board will figure prominently in 
the Queen Quality national advertising 
and promotional program and stand as 
a symbol of the fashion authenticity 
and beauty of the new Queen Quality 
Shoes. et. 


Covers 8000 Mile Circuit in 
12 Days 


NASHVILLE, TENN.—W. C. Roose, 
sales manager of the General Shoe 
Corp., Nashville, recently demonstrated 
the speed and efficiency of modern 
travel by making an 8000-mile visit to 
his salesmen throughout the United 


WALTER C. ROOSE 


States in 12 days as compared with 
42 days required by less modern meth- 
ods. Securing a ticket in Nashville 
for the entire trip, Mr. Roose, by air, 
visited New York, Detroit, Chicago, 
Dallas, Los Angeles, San Francisco, 
Salt Lake City, Denver, Omaha, Kan- 
sas City, St. Louis and Indianapolis. 
Airline officials revealed that the ticket 
cost about $350. 


Opera Opening Emphasizes 
Brilliant Shoe Showings 


Cuicaco, ILL.—Opening of the Chi- 
cago opera season on October 29 placed 
special emphasis on promotions of 
shoes for evening wear. This early 
introduction to the Winter formal sea- 
son provides an excellent opportunity 
for timely displays and promotions. 

Featuring gowns and accessories for 
the dress circle of the opera, Marshall 
Field and Company devoted their en- 
tire main window to displays of gowns 
and related accessories with an entire 
separate window showing evening slip- 
pers for opera wear. 

Mandel Bros. devoted their feature 
invisible glass window to the display 
of formal evening footwear and titled 
it “The Brilliant Prima Donna of 
Autumn Footwear—The Opera San- 
dal.” Carson Pirie Scott and Company 
had many of their main State street 
windows decorated to resemble actual 
boxes at the opera showing gowned 
figures and also the correct shoes, bags 
and other accessories to wear with 
them. 

Platform shoes are selling especially 
well for evening in all quarters. Among 
the more conventional shops, black satin 
with gold or silver platforms or white 
with silver and gold platforms are 
selling best. In the higher-styled lines, 
however, sequins in various color com- 
binations seem to be gaining in popu- 
larity. O’Connor & Goldberg had an 
entire window devoted to evening slip- 
pers and placed special emphasis on 
sequins. Most novel in the O’Connor 
& Goldberg showings were the new 
Grecian and Roman sandals with one 
to two-inch platforms which are added 
to the earlier wedge heel evening slip- 
pers. These are being offered in velvet, 
satin, and other materials in a variety 
of color combinations. Some even have 
platforms covered with braided leather. 

Jeweled evening slippers are also 
selling especially well, both in the 
models with all-over jewel trim and 
in those with the platform-studded 
soles. 
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Store Fixtures 
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HOWELL 
CHROMSTEEL FURNITURE 
FOR SHOE STORES 


Your customers will like the modern style 

and comfort of Howell Chromsteel.You'll | 
like the way it looks and wears.Write for | 
Catalog of Shoe Store Equipment now. 


HOWELL Siiine's 


Siegel Manages New 
Foxx Store 


CHATTANOOGA, TENN. — Foxx Shoe 
Store, 720 Market Street, Chattanooga, 
formally opened on October 15, under 
the management of H. D. Sigel, with 
Hal Roberts as assistant manager, 
Miss Anne Acuff as manager of the 
hosiery department and Miss Char- 
lotte Ramsey as cashier. Altogether 
15 people are employed. The store 
building was completely remodeled with 
new front before occupation. 











Detroit Shoe Men Hold 
Hallowe’en Party 


Detroit—The annual Hallowe’en 
party held Wednesday evening, October 
26, at the popular Northwood Inn out 
in Royal Oak proved to be one of the 
finest and most enjoyable combined af- 
fairs ever held by Detroit shoe retailers 
and travelers. The outstanding feature 
of the evening was a three-reel movie 
shown by Traveler Bruce Dickman, de- 
picting the highlights of the picnic, in 
which 3,000 actors of all ages took part. 
The loud applause and frequent cheers 
that the various hilarious comedy 
scenes aroused among the happy Hal- 
lowe’en celebrants were indicative of 
their stamp of approval. 

Scenes taken at a recent Installation 
of Shoe Traveler officers at the Hotel 
Statler were most amusing, especially 
one scene showing the Two Wrestling 
Hermans, Herman Schwartz and Her- 
man Meyer, exhibiting their manly 
strength at “toe and foot” holds a la 
Jim Londos and Bronko Nagurski. 

The Detroit shoe men, like their 
townsmen, the automobile makers, have 
kept up their steady march upon the 
road of progress, befitting the town that 
undisputably reigns as the “Automobile 
Capital of the World.” The shoe men 
have proven that not only do they know 
how to meet changing industrial and 
financial conditions, but they also know 
how to stay organized for years without 
any interruptions, through a continuous 
friendly relationship. That trade name 
“competitor” is said to be unknown 
among Detroit shoe retailers. Every 
one is the other fellow’s friend and not 
his competitor. 

Not only are the retailers on friendly 
terms with one another, but the shoe 
travelers also are part and parcel of 
the city’s shoe fraternity, as has been 
demonstrated in numerous ways. The 
Michigan Annual Shoe Fair, sponsored 
by both the shoe travelers and the re- 
tailers, is but one of the many notable 
accomplishments for the benefit of the 
shoe trade. The annual shoe picnic 
sponsored by both organizations, held in 
August, which attracted some three 
thousand happy participants, is another 
outstanding example of what may be 
accomplished when a friendly fraternal 
spirit is kept alive. 

The two parties sponsored by both 
organizations twice a year usually draw 
huge crowds of shoe men, and many 
smaller affairs prove the amount of 
good that can be accomplished among 
people who are engaged in the same 
business. 

This description of Detroit shoe men 
would be incomplete if mention were 
not made of the leading spirits of both 
organizations through whose tireless 
efforts these successful affairs are made 
possible, Clyde K. Taylor, David Lieber- 
vitz and Glen Buel of the retailers, and 
Frank J. McCloskey, Herman Meyer 
and F. Heutther of the shoe travelers, 
assisted by a lengthy list of loyal work- 
ers whose names are well known and 
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held in the highest esteem by both shoe 
organizations. 


Novel Program Planned 


for Texas Show 


SAN ANTONIO, TEXAS—At a most en- 
thusiastic meeting attended by every 
committee chairman of the forthcoming 


Joint Convention of the Texas-Okla-- 


homa Shoe Retailers Association and 
Southwestern Shoe Travelers Associa- 
tion, which will be held in the Gunter 
Hotel, this city January 15 to 18, 
1939, General Chairman Sid Katz made 
the following statement, “Our enter- 
tainment plans, speakers and guests of 
honor for the convention are yet in the 
formative stage. Definite announce- 
ments will be made in November. But 
here is news of interest to every shoe 
man in the country! The convention 
committee has arranged for a free trip 
down to old Monterey, Old Mexico. A 
special train has been chartered ex- 
clusively for shoe men, their wives and 
families. This train will leave San 
Antonio on Wednesday evening, Jan- 
uary 18, the closing day of the conven- 
tion. A full day will be spent in old 
Mexico, returning to San Antonio early 
Friday morning. 

“All attending the convention will be 
advised to park their automobiles in 
San Antonio and to make the trip by 
train to Monterey. Every minute that 
will be available for entertainment 
after the routine of business, has been 
carefully planned to send folks home 
saying, ‘it was truly the most remark- 
able convention I have ever attended.’ ” 

In addition to the foregoing, W. 
Ralph Watson, director of publicity, 
added this information, “This is one 
convention that is being held with a 
definite schedule and definite thought 
of entertainment for the ladies of the 
visiting shoe men. The time of the 
ladies will not be imposed on but will 
be leisurely spent in an atmosphere and 
environment comparable to none. There 
will be luncheons, sight seeing tours, in 
addition to the trip in old Mexico. In- 
deed, Mrs. Shoeman will be an integral 
part of our program.” 

A most satisfactory response from 
the traveling fraternity in the way of 
advance reservations has assured the 
local committee that everything new, 
novel and noteworthy in the way of 
shoes and accessories will be fully cov- 
ered by the exhibitors at “America’s 
Second Largest Shoe Fair” that the 
San Antonio shoe men are working so 
hard to make shoe convention history. 


Last Word in Shoe Stores 


ORLANDO, FLA.—The last word in 
shoe shops is an air-conditioned recep- 
tion room, mirrored, cushion-chaired 
and carpeted, without a boot in sight. 
This is the Shoe Box, owned by James 
Becker. Stock is carried in rear room. 
New Fall models were introduced with 
the opening of the remodeled shop. 
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lt only takes ONE SECOND to show 


- 
SHUSTREES 


LOOK BETTER * FEEL BETTER 


slip 


sell 


how E & B Shu-Trees 


into a shoe 
and to show them 
them! 


is to 


Packed in Attractive Christmas Boxes 


No lefts or rights 


. . Women's finished in pastel shades 


EVERETT & BARRON co. Providence, R. |. Toronto, Can. 





Hasty Action Under Wage-Hour 
Law Deplored 


[CONTINUED FROM PAGE 40] 


stitchdowns, cemented shoes, etc. It is also the opinion 
of the Board that very careful consideration should be 
given to representation of price ranges in the several 
groups and to the methods of distribution, whether 
through independent retailers, chain stores, mail order 
houses, company-owned stores, etc. . 

“Selection of individual industry members of the 
committee,” continued Mr. Miller, “should not, in the 
opinion of the association, be exclusively on the basis 
of personal influence or standing with particular geo- 
graphical groups. In fact, the directors of the asso- 
ciation believe a study should first be made purely on 
a fact-finding and statistical basis, such as the associa- 
tion makes each year in connection with its Board of 
Directors, with due consideration to proper representa- 
tion of each group sub-divided as mentioned, before 
the names of individuals in the industry are suggested 
for members of the committee. Otherwise, over-repre- 
sentation of some interests and serious under-represen- 
tation of other interests may result, involving confusion 
and dissatisfaction similar to the early days of the 
N.R.A., when the Administration, not being familiar 
with these internal problems of the industry, spent con- 
siderable time in consideration of arguments and dis- 
putes over proper representation, instead of on the 
essential matters of wages and hours.” 


Association Deplores Hasty Action 


According to the statement of the association, its 
Board of Directors deplores any efforts to precipitate 
action by individuals or small groups in the industry, 
and does not find occasion in connection with the Wages 
and Hours Act, for any change in policy of the National 
Boot and Shoe Manufacturers Association as decided in 
similar previous instances. “Heretofore, before adopt- 
ing any policy affecting the industry as a whole, in 
its dealings with the Government, with other associa- 
tions, and, in fact, with all groups and with its own 


members,” said Mr. Miller, “the association, represent- 
ing manufacturers in all parts of the country and mak- 
ing all types and grades of shoes, always makes a 
careful analysis and statistical survey of the facts, be- 
fore determining upon a policy. 

“When policies have been so decided,” Mr. Miller 
stated, “it is the opinion of the board that the associa- 
tion has been successful in carrying out such policies 
to the benefit of the public interest and of the industry 
as a whole. This was the experience under the N.R.A., 
when there were small groups who tried to open up 
the Shoe Manufacturing Code for their own selfish 
benefit, against the judgment of the industry. More 
recently, the association has followed the same policy 
in its dealings with the Committee for Reciprocity Infor- 
mation, the United States Tariff Commission, and other 
branches of the government, when there have been 
some groups in other industries who opposed govern- 
ment policies, before being conversant with the facts 
involved, or approached such problems with a lack of 
sufficient statistical information and reached superficial 
conclusions that were not to the public’s interest or to 
the benefit of industry as a whole.” 


A pplication of Seasonal Clause to Shoe Industry 


According to the statement from the National Boot 
and Shoe Manufacturers Association, careful consider- 
ation has been given to the Administrator’s rulings de- 
fining a seasonal industry as one engaged in the han- 
dling or processing of materials during a season 
annually recurring, which ceases production apart from 
maintenance for the rest of the year because materials 
handled are not available in the remainder of the year, 
owing to climate or other natural conditions. 

“Because of the peaks and valleys of consumer de- 
mand for seasonal shoes,” said Mr. Miller, “there was 
a hope that some sort of tolerance period might be 
applied to the shoe manufacturing industry somewhat 
along the lines as prevailed under N.R.A. 

“It is the opinion of the Board of Directors of the 
National Boot and Shoe Manufacturers Association, 
however, that possibly later on, if it is found that the 

[TURN TO PAGE 60, PLEASE] 
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See Leather Industry 
Resolved to Avoid Speculation 


[CONTINUED FROM PAGE 32] 


the tanning industry was not due 
merely to the appearance of general 
improvement and the reversal of senti- 
ment in security and commodity mar- 
kets. Curtailed production and the con- 
sequent depletion of inventory had 
largely removed whatever maladjust- 
ment was inherited from 1937. In 
terms of supply conditions alone there 
was reasonable ground for expecting 
improved volume and more active 
leather markets. 

“While there is no doubt that every 
tanner is breathing a little easier an 
air of caution pervades the trade. The 
experience of 1937 remains vivid in 
the mind of every tanner. During that 
period the industry while selling below 
replacement, built up its inventory at 
higher and higher prices. Whether this 
action was the result of inflationary 
fears or speculative hope the result 
was the same. The unexpected defla- 
tion which occurred in raw material 
prices piled up extraordinary inven- 
tory losses which wiped out profits 
in some cases of the preceding two 
or three years. 

“With this experience still fresh in 
their memory it cannot be expected that 
tanners will replenish inventory as 
rapidly as in former days. Here and 
there a note of ‘never again’ is fre- 
quently heard. A fact which will en- 
courage this attitude is the growing 
understanding that if the industry 
wishes to foster the greatest consump- 
tion of leather it must pursue an intel- 
ligent policy in purchasing raw ma- 
terial. The industry has had sufficient 
experience that prices above what 
might be termed a normal level, his- 
torically speaking, discourage leather 
consumption and encourage substitu- 
tion all along the line. Tanners under- 
stand that if they participate in specu- 
lative raw material movements they 
pay a definite price. That price is re- 
duced volume and its concomitant 
effects of lowered employment and re- 
duced payrolls. And they realize, too, 
that it requires some little time for 
the forces set in motion by such price 
activity to be corrected. 

“It is gratifying to be able to report 
after the harrowing experiences of 
1937 that tanners feel there is prospect 
for some improvement in the demand 
for shoes and leather. At the same 
time there is real concern that the 
problems of the recovery period be 
handled in such a way that the indus- 
try may avoid the pitfalls which are 
ever present in the tanning and related 
industries.” 


Staccato Room 


Opened 
[CONTINUED FROM PAGE 42] 


selves is the decorative scheme of the 
room, which eliminates entirely the 
old back-to-back shoe store type of 
chairs. Substituted instead, is drawing 
room furniture in the Regency manner. 
Against a background of white and 
antique gold walls are placed com- 
fortable overstuffed chairs of emerald 
green, chaise longues in green and 
ivory, arm chairs upholstered in ruby 
damask and stools covered in topaz 
leather. Practically all of the pieces 
are reproductions of English Regency, 
which is exceedingly popular in home 
decoration today. The chaise lounges 
and settees are reproductions from an- 
tiques recently purchased at Highway- 
combe, England. The originals are on 
display in Field’s ninth floor furniture 
section. 

Cases placed around the room tell 
the different style stories at a glance, 
with one devoted to evening fashions, 
another to street and low heeled shoes, 
another to afternoon, etc. A novel 
feature is seen in the mirrors placed 
at “foot height” at the base of each 
of these cases making it easy for the 
customer to examine her feet carefully. 
There are also several full length mir- 
rors along the wall. 

Heading this attractive new depart- 
ment is Clyde W. Martin, who was 
formerly in charge of the shoe sections 
in the Union Company, Columbus, Ohio. 





Hasty Action Under 
Wage-Hour Law Deplored 
[CONTINUED FROM PAGE 59] 


present interpretation of the seasonal 
industry clause curtails employment 
and a broader interpretation of the sea- 
sonal clause is made, the association 
could then quite properly present the 
seasonal aspects of the shoe industry. 
The opinion at this time, however, is, 
as previously expressed, that on all 
controversial matters, especially in con- 
nection with the formation of an In- 
dustry Committee previously referred 
to, the association should not seek to 
precipitate action or exercise undue 
haste in approaching these problems.” 





Harold Steele With 
Hamilton-Brown 


St. Louis, Mo—Harold Steele, who 
was formerly with the Interstate Shoe 
Company, has joined the sales staff of 
the Hamilton-Brown Shoe Company, 
taking the place of Bud Gerland who 
has resigned. 

Mr. Steele will represent the inde- 
pendent and metropolitan branches of 
the Hamilton-Brown Co. in the south- 
eastern territory. 
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Promotion Plan Ruled Lottery 


Mapison, Wis. — Attorney-General 
Orland S. Loomis has handed down a 
ruling holding a business promotion 
plan used by merchants, including shoe 
dealers, in a number of Wisconsin cit- 
ies to be a lottery. 

The plan provides for the displaying 
by merchants of books in their stores 
which the public is invited to sign. 
Each week cash prizes are given away 
by lot among those registering. An- 
nouncement of winners is made at a 
certain hour over the local radio sta- 
tion. A winner thus announced is re- 
quired to be present in the store where 
his name is registered when the an- 
nouncement is made in order to be 
eligible to collect the prize. At no time 
is it necessary to purchase anything. 

Maintaining that the three elements 
of a lottery, namely, prize, chance and 
consideration, are involved, the ruling 
covered the last point by concluding as 
follows: 

“It must be supposed that the motive 
behind this plan is not completely al- 
truistic and that the merchants in- 
volved anticipate some material bene- 
fits from it. The presence of throngs 
of potential customers may reasonably 
be expected to divert at least some 
quantum of trade from non-participat- 
ing merchants, and perhaps induce 
some sales which might not have been 
made had not the customer first been 
lured to the store by the promise of 
something free. 

“Thus, it may well be concluded that 
the element of consideration is pres- 
ent and that the scheme consequently 
falls within the purview of the lottery 
statute.” 


Employees Being Transferred 


NASHVILLE, TENN. — A number of 
employees of the Lebanon Branch of 
General Shoe Corporation are being 
transferred to other branches. One 
group has been sent to the Atlanta 
Branch, but will be brought back to 
the branch at Cowan, Tenn., on Janu- 
ary 1. Operations are just getting 
underway at the new Cowan plant. 


Colorful Names for Fall Shoes 


DaLLas, TEX.—Dallas shoe stores are 
naming their shoes colorfully this year 
to meet the new drama in shoe fashions. 
Volk’s has named a classic sports shoe 
“Shenanigans,” and Neiman-Marcus 
has a college shoe called “Floogee.” 
Shenanigans are of Mexican crocodile 
with the new platform look, and 
“Floogees” are of glove-tanned goat- 
skin with very high platform crepe 
sole. 

Neiman-Marcus is also featuring the 
spool heel, and shoes of lastex-suede. A. 
Harris & Co. features the flat-heel, plat- 
form-sole pump called “Tie-Top,” “the 
very kind that your mother used to buy 
for you when you were a child.” 
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1150 Sixth Avenue 


The NEW YORK 
SHOE DISPLAY ASSOCIATES 


JACK BR. KORBET. Pres. BEN EMHOFY. Vice-Pres. 
CHARLES FULLER, Trustee. EDWARD STEIN, Trustee. 


Free Lance Window Trimmers 


New York City 


FRANK STEIN, Treas. 


Presents 





may be seen at all 


Invite you to visit their show- 
rooms where eighteen com- 
pletely trimmed windows 


times. 





Telephone : 


Install Window Displays Anywhere 


Vanderbilt 3-3424 


merit. 








DON’T LOSE 
YOUR HEAD 





over that Surplus Stock 


Turn to the CLASSIFIED PAGES for 
Purchasers. 


Sixteen years’ continued use of “WANTED TO 
PURCHASE” space is the record for one of our ad- 


BOOT AND SHOE RECORDER 


Classified Advertising Dept. 
239 W. 39th St.. New York, N. Y. 


_ 
2 . 
~~ 











Manfiad 


OF NORTHAMPTON, ENGLAND 


AVIATION BOOTS 


Made in England by our 
master craftsmen and ac- 
cepted the world over as 
representing quality and 


CARRIED IN STOCK 
AT OUR AMERICAN 
g.3 HEADQUARTERS 
> MANFIELD 
& SONS 


1636 Ranstead St. 
PHILADELPHIA, PA. 


Send for stock catalog of 
Riding Boots, Jodhpurs, 
Field and Aviation Boots. 





Obituaries 


August H. Felten 


Cuicaco, Itt.—August H. Felten, 
well known both in the wholesale and 
retail branches of the shce business, 
died suddenly recently. Mr. Felten 
formerly traveled for Groves Shoe 
Company and for Harper and Kirsten 
and operated his own retail store for 
a time. His father was in the shoe 
business for many years at 3173 Mont- 
rose Avenue. At the time of his death 
Mr. Felten was working for A. Borman 
retail store at 4806 Milwaukee Avenue. 
Several members of the Chicago Shoe 
Travelers were pall bearers at his 
funeral. 


N. A. Kirschten 


Cuicaco, Itu.—Nicholas A. Kirsch- 
ten, president of the Harper & Kirsch- 
ten Shoe Company, 325 W. Monroe 
Street, this city, died recently. Fu- 
neral services were held October 7 in 
St. Nicholas Church, Evanston. 

Mr. Kirschten was 76 years old and 
had been in busiriess since 1898. His 
company, jobbers for their own brand 
and novelty shoes, is one of the oldest 
of its kind in Chicago. Mr. Kirschten’s 
widow, five daughters and one son 
survive. 


Robert C. Garrett 

Avucusta, Ga—Robert C. Garrett, 
popular southeastern representative of 
the Paramount Shoe Company, St. 
Louis, Mo., died at his home here, on 
Saturday, October 15. He was 59 
years old. 

A native of Edgefield County, South 
Carolina, Mr. Garrett had lived in 
Augusta for the past 40 years, and 
was known to retail shoe men through- 
out his territory. 


John Branham, Sr. 

NASHVILLE, TENN.—John Branham, 
Sr., aged 83 years, one of the organiz- 
ers of Branham and Hall Shoe Co., 
Nashville, died recently at his home 
at 4705 Alabama Avenue. He retired 
five years ago after more than 50 
years in the shoe business. He came to 
Nashville in 1876 from his birthplace, 
Hartsville, Tenn. 


Henry Desplaines 

CHICOPEE FALLS, Mass.—Henry Des- 
plaines, 61, well-known Chicopee shoe 
retailer, died October 17 after a long 
illness. 

Born in Spencer, he had been a resi- 
dent of Chicopee Falls for the last 24 
years, conducting a shoe store in Main 
Street for 16 years. He was a member 
of St. Jean de Baptiste Society, Chi- 
copee Falls Council and other organi- 

zations. 


Besides his widow, he leaves three 
daughters and a son. 


Stanley M. MacKenzie 


Detroit, Micu.—Stanley M. Mac- 
Kenzie, who was for a number of years 
associated with the Holland Shoe Co. 
of Holland, Mich., and widely known 
in the shoe industry, died October 14, 
at Youngstown, Ohio, after a brief 
illness. At the time of his death he 
represented Dunham Bros., of Brattles- 
boro, Vt. 

He was born Aug. 25, 1885, at Cass 
City, Mich. Burial was in Cass City. 





Open Health Footwear, Inc. 


PROVIDENCE, R. I.—A new retail shoe 
venture, Health Footwear, Inc., was 
opened recently at 76 Dorrance St. 
featuring Wilbur Coon shoes, for which 
they are exclusive agents, and cor- 
rective footwear. The price range ex- 
tends from $6.50 to $10. 

J. F. McGoldrick, for the past two 
years associated with the Sterling Shoe 
Store of this city, is general manager 
and George H. Cook, for five years with 
Sterling, is treasurer. Charles H. 
Braun, for seven years with the 
Sterling store, is also associated with 
the venture. 

The owners report a good opening 
day and expect in the future to add a 
line of men’s shoes. 























Taher: 











~ 

















































[62] BOOT ann SHOE RECORDER, November 5, 1938 





lnaxsfted »m» Wowie 





SALESMAN WANTED | SALESMAN WANTED 


FOR SALE 











MOLDABLE MO-LO ARCHES AND ACCESSORIES 


Salesmen of ability who are interested in foot correction and the science of 
fitting feet are wanted to sell on commission. 

All products are made of MO-LO which is a plastic compound containing a 
high percentage of cork. It has the unique property of molding under pressure. 
The Ry myee once made is permanent. 

ine includes types for making shoes fit normal feet as well as various 
standard arches and accessories. MO-LO is also sold in sheets to the orthopedic 
shoe stores and foot specialists for making custom appliances. 

The line may be carried in conjunction with other foot appliances or special- 
ties. Liberal Commission. 

Give References and Experience in First Letter 


DANIELS SHOE PRODUCTS AND PERFORATING COMPANY 
Port Chester, New York 


BUSINESS FOR SALE 
THE HEALTH SHOE SHOP, INC. 
J. Rose, Manager—formerly 
DR. KAHLER’S SHOE SHOP 
488 Boylston St., Boston, Mass. 


On account of illness this shop is for 
sale. Address replies as above. 











HOE Store, sell for 10th of original cost, best 

New York location, Low rental. Address 
No. 6 care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 











SALESMEN WANTED IN FOLLOWING TERRITORIES 


MAINE MASSACHUSETTS NEW YORK STATE 
NEW HAMPSHIRE RHODE ISLAND OHIO 
VERMONT CONNECTICUT INDIANA 


Manufacturer of short line of men’s Goodyear welt service type shoes and 
oxfords in the $2.95 to $3.95 selling grooves, carried in stock in all widths, desires 
representation in above territories thru’ salesmen who are at present covering 
same and who are in position to take on a profit-producing side line. 

Straight commission basis. Line is backed with an aggressive direct mail adver- 
tising campaign. 

Give all details concerning yourself in first letter. Age, territory now covering and 
length of time you have covered it. Number of active accounts you now sell. 
Name of line you now handle. This information to be held in strict confidence. 


Personal interviews will be arranged with likely prospective salesmen. 





Address Ne. 7, care BOOT & SHOE RECORDER, 239 West 39th Street, New York, N. Y. 








ANTED: Salesmen Sideiine of Men’s 3rd 
South Eastern Territory quality work shoes in not over ten styles for 

following states: Michigan, Arkansas, South 
known line of Lg and Dakota, South Carolina, Tennessee, North 
Dakota, Montana, Minneséta, Indiana, Wiscon- 
sin, Iowa, Nebraska, Kansas, Illinois, Missouri. 


SHOE STORE located in one of WASHING 

TON, D. C., busiest communities, handling 
popular ‘brands Men’s, Women’s and Children’ 8 
shoes. Low rent. Good lease. New Front. Ad 
dress No. 12, care Boot & Shoe Recorder, 239 
West 39th Street. New York, N. Y. 





HELP WANTED 





YREMAN experienced in designing and 

fitting room on soft sole and leather sole 
slippers and sandals. Address No. 14, care 
Boot & Shoe Recorder, 239 West 39th Street. 
New York, N. Y. 





WANTED: SALES MANAGER—Wholesale 

Shoes, Middle West. 35 salesmen. Excellent 
opportunity with a promising future. Expand- 
ing organization. Address No. 9, care Boot & 
Shoe Recorder, 209 So. State St., Chicago, II! 


EXPERIENCED production man wanted for 

volume high-grade Women’s Shoe Factory 
Reply by mail stating full qualifications, past ex- 
perience, references and salary desired. Address 
No. 8, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








POSITION WANTED 








commission. No objections to non-conflicting Straight Commission. No drawing accounts. 
} Raoelty age, experience, territory covered and Address: No. 10 care Boot & Shoe Recorder, 
Address Ne. 4. «/¢ BOOT AND SHOE RECORDER 140 Federal St., Boston, Mass. 

208 Se. State St., Chicago, iil 








SALESMEN—complete line of popular priced 
children’s shoes is available for Eastern 
RESIDENT SALESMEN: Entire country to Penna., New Jersey, Ohio, Maryland, Virginia 
be covered selling to retail and department and West Virginia. Commission basis. Large 
store trade. Line of Men’s American Welts Eastern jobber. May be had with non-conflicting 
and McKays at ee prices. Liberal com- line. Address No. 11 care Boot & ‘ot Recorder, 
mission. Address 1, care Boot & Shoe 239 West 39th Street, New York, N. Y. 
Recorder, 140 Federal St., Boston, Mass. 











SALESMAN for a, aig ey 
line $1.00 to $3.00 retailers; ildren’s, 

Men’s, Ladies’. May be carried with non-con- FOR SALE 

flicting line. Inquiry pcery from territory 

not covered by us. A. SCHWARTZ & SONS, WaALnuT window display fixtures cheap. 
S. W. Cor. 4th & Arch See, Philadelphia, Markell’s, 4715 13th Ave., Brooklyn, N. Y. 











Penna. 
SALESMAN with established shoe trade handle WELL ESTABLISHED SHOE STORE, 22 
as side line Patented Foot Balancer. Weighs years, Heart of Troy, N. Y., Low Rental, 


1 ounce. Dollar retailer. Liberal commissions. Good Lease. A-1 Proposition. Owner Has 
All territories. Foot Controller, Inc., 47 West Other Interests. For Particulars Address Harry 
34th Street, N. Y. C. I. Cohen, 67 Hudson Avenve, Albany, N. Y. 








you NG, energetic and experienced shoe sales 

man desires position in or about New York 
City. Address No. 15, care Boot & Shoe 
Recorder, 239 West 39th Street, New York City 

NERGETIC YOu NG M AN. 16 years’ re 

tail experience as Window trimmer, manager, 
salesman and merchandising with reputable firm 
desires to make a change. Address No. 13, care 
Boot & Shoe Recorder, 239 West 39th St.. 
New York City. 





LINE WANTED 


ALESMAN, large following, covering Arkaun- 

sas, Mississippi and Alabama, wants Eastern 
line of ladies’ novelty or men’s dress shoes, $2 
retailers. A. H. A., 2426—14th St., Gulfport, 
Miss. 











The rate for “Position and Lines Wanted” 





CLASSIFIED ADVERTISING RATES 


advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
is desired twelve words should be added for the address. In all other cases each word of the 


advertisements is $5.00 an inch with a maximum of 46 words. 
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BUSINESS OPPORTUNITY 





MERCHANTS’ NEEDS 





PROFIT and opportunity unlimited on my 
unique method preserving baby shoes into 
Book Ends and Mantel pieces. Instructions 
very reasonable. Write—M. E. Watson, Belle- 
fontaine, Ohio. 





MERCHANTS’ NEEDS 








SHU-MAT SERVICE 


ELIMINATE THAT HIGH COST OF 
ART WORK AND CUTS! GET A FULL 
PAGE MAT WITH PROOFS EVERY 
WEEK OF VERY NEWEST. 
MOST POPULAR STYLES OF MEN'S, 
WOMEN’S AND CHILDREN'S FOOT- 
WEAR AT A FRACTION OF THE 
ACTUAL COST. 

SEND FOR PRICES AND PROOF OF 
THIS WEEK’S MAT. 


SHU-MAT SERVICE CO. 
188 E. Town St. Celambus, Ohio 


THE 














WANTED TO PURCHASE 








Buyers of Surplus Stocks 
We will buy surplus or entire stecks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New York 





Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-5/8! 








WE BUY 
Entire or Surplus Wholesale and Retail 
Shoes such as 
ick, Vital- 
Boe 


og A House of Jobe’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 














M. D. POLLINGER CO. 





Holland Bidg., St. Louis, Mo. 











INCREASE YOUR SALES 
with the original 
SHOE DOCTOR SHRINKERS 


Roller type device 


ADDITIONAL 
made 


by giving those hard-to-fit 
feet a perfect fit. Our Shrink 


ing Devices, when used with 
our specially prepared fluids, 
give the proper fit to shoes 
around the 
top, slip at the heel, or gap 
Any fullness 

leather or 


which fit large 
PAT MO voROE 


$47.50 ¢ 


Curved type iron 


at the sides 
or wrinkles in 
fabric are easily 
without harm 


shrunk 


Sem! your order or write for detail information 


Special combination offer $25.00 (fluids in- 
cluded in above prices) f.o.b. Indianapolis, 
Indiana. 


E, C. SMELTZER CO. 


121 EK. Sist Street, Indianapolis, Ind. 





SALES are 
when you obtain the | 
confidence of your customers 
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Sample peoir on request for dealers 
returnable for credit at our cxpenac 
Designate shoe size required 


ilk 
END, SHOE COMPLAINTS 


AMAZING NEW INVENTION 


Here at last is the necessary 
shoe accessory that will vir 
tually eliminate all custom 
ers’ complaints This ingeni 
ous Foot Balancer, weighing 
less than 1 ounce and con 
taining no metal whatsoever, 





is your solution to Narrow 
Heel Problems, Short Shoes 
Rotating Heels and Gaping 
| Shoes It has been ac 
| claimed and reordered by 
leading buyers everywhere 
| Zephre Foot Balancers are 
made for Men, Women and 
Children Write today for 
sample pair and latest litera 


Retails for $1.00 


REG. U. 8. A. PAT. No. 2,073,775 
FOOT CONTROLLER 


47 WEST 34th ST N.Y. C 





a tL YOUR SHOES 
More Styles In Window 

Without Crowding 

TA Shoe Balancer 
Lf PEND $2.50 Per Doz. Pairs 


Display x = at all 
GOODHUE & CO. 


Angles 
Stand Your Shoes Up 
18 DYSART ST., QUINCY, MASS. 


with the Invisible 























fee AMY insention or Trade Mork 




















The Complete Line of 
SHOE 


ORNAMENTS 
AND SPATS 


Buttons and Zippers 
Manolis Manufacturing Co. 
4248 Ne. Crawford Ave., 
Chicage, Il. 








COMPLETE LINE 
CHRISTMAS DISPLAY 
MATERIALS 


NOW READY 

Write for Extensive Line of Samples 
ARROW DECORATING AND FIXTURE CO. 
19 S. 4th St. Philadelphia, Pa. 














EDUPNEDE: 


Shoe Re-Shap ing Devices 


fo Alter Shoes to Fit 
Abnormal Feet 
Make the nec 


fitting adjustmer 


DUNDE SHOE RE-SHAPING DEVICES, INC 


ANDERSON 


ACE 


TREE 


Easy Easy 
to to 
Operate Sell 
Self-Adjusting 
5 SIZES FIT ALL SHOES 


Send for 30-day Trial pair. 


~ R. my $1 co. 


New Shoe Store in Springfield 


SPRINGFIELD, TENN.—Burkhalter’s is 
the name of a new general shoe store 
opened in Springfield, Tenn. The build- 
ing occupied was entirely remodeled 
with a modernistic interior and front. 





